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Brand  leader  Ibuleve  is  now  also  available  in  a 
new  larger  50g  size  with  a  free  IBULEVER 
tube  squeezer  in  every  pack! 

Stock  up  now,  because  with  heavyweight 
National  TV  advertising  running  September, 
October  and  November  you're  bound  to  sell 
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IBULEVE  Trademark  and  Product  Licence  held  by  Diomed  Developments  Ltd.  Hitchm.  UK.  Distributed  by  DDD  Ltd.  94  Rickmansworth  Road.  Watford.  Herts.  WD1  7JJ.  Active 
ingredient:  Ibuproten  BP  5.0%  w/w.  Directions:  Lightly  apply  a  thin  layer  ot  the  gel  over  the  aftected  area.  Massage  gently  until  absorbed.  Wash  hands  after  use.  Repeat  as  required 
up  to  three  times  daily.  Indications:  For  the  relief  ot  backache,  rheumatic  and  muscular  pain,  sprains  and  strains.  Precautions:  II  symtoms  persist  for  more  than  a  few  weeks,  consult 
doctor.  Not  recommended  lor  children  under  14  years.  Patients  with  an  active  peptic  ulcer  or  a  history  ot  kidney  problems,  asthma  or  aspinn  sensitivity  should  seek  medical  advice 
before  using  IBULEVE.  Keep  away  from  broken  skin,  lips  and  eyes.  Not  to  be  used  during  pregnancy  or  lactation.  Keep  all  medicines  out  of  the  reach  of  children.  Do  not  use  if 
sensitive  to  any  of  the  ingredients.  FOR  EXTERNAL  USE  ONLY    Legal  Category:  [pi  Packs:  Tubes  of  30g  and  50g  (PL  0173.0060).  pnce  £3.89  (30g)  and  £5.39  (50g). 
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"One  of  the  most  enjoyable  nights  in  30  years  in  pharmacy 
—  a  magical  night",  was  how  National  Pharmaceutical 
Association  director  Tim  Astill  described  the  dinner  and 
presentation  of  the  de  Brus  1994  Pharmacy  Assistant 
Awards,  endorsed  and  supported  by  the  NPA  and  Chemist 
&  Druggist. 

Of  course,  it  was  not  the  fine  food,  wine  and  the 
surroundings  —  a  top  class  central  London  hotel  —  that 
made  the  night  "magical",  rather  the  exceptional  calibre 
of  the  finalists,  as  well  as  the  outstanding  quality  and 
quantity  of  the  distance  learning  pharmacy  counter 
assistants  (see  p662).  The  finalists  represented  the  0.16 
per  cent  tip  of  the  original  7,600-strong  entry  to  the 
scheme,  following  its  launch  in  Chemist  &  Druggist  on 
August  7,  last  year.  Some  5,500  assistants  completed  all 
the  manufacturer-sponsored  modules  and  the  proficiency 
test  that  produced  the  12  regional  finalists  who  competed 
for  the  top  three  places. 

The  NPA's  head  of  training,  Ailsa  Benson,  put  together 
the  training  modules  with  Sarah  Nesbitt  of  AHA,  both 
acting  as  judges  alongside  C&D  editor  John  Skelton. 
"Quality  in  quantity"  is  the  verdict  of  the  judges,  with  the 
overall  standard  a  continuing  'great  leap  forward'  in  staff 
training.  The  de  Brus  competition  has  built  on  the  solid 
foundation  laid  down  by  the  NPA.  with  its  medicines 
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counter  assistants  course,  its  dispensing  technicians 
course  and  its  assistants  training  manual.  The  NPA  is 
hoping  to  combine  a  modular  version  of  its  manual  with 
the  de  Brus  distance  learning  system  and,  hy  including 
Society  training  material,  move  towards  satisfying  the 
Society's  assistant  training  requirement. 

No  proprietor  should  any  longer  doubt  that  the  time 
and  money  invested  in  staff  training  yields  an  excellent 
payback  in  satisfied  customers,  turnover  and  profit.  The 
healthcare  USP  (unique  selling  proposition)  of 
community  pharmacy  is  the  pharmacist  and  his/her 
counter  staff,  trained  in  sales  techniques,  interpersonal 
skills  and  product  knowledge  —  uniquely  in  that  of  OTC 
medicines.  Take  those  personal  professional  skills  away 
and  the  pharmacy  has  little  to  offer  in  the  sales 
environment  ahead  of  the  supermarket  or  garage.  Yes,  it 
does  have  a  wider  range  of  more  potent  medicines.  Yes,  it 
is  accessible  for  advice  on  common  ailments;  and  ahead  of 
the  GP  surgery  in  being  able  to  provide  that  advice 
without  an  appointment.  But  if  the  quality  of  care  does 
not  match  the  quality  of  product  available,  the 
opportunity  fades.  Fortunately  this  scenario  is  a 
nightmare."  a  bad  dream  that  is  rapidly  being  banished  as 
more  pharmacists  support  more  assistants  with 
high-class  training  that  results  in  quality  customer  care. 
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DoH  and  Leeds  Executive 
staff  could  face  the  axe 


Staff  at  the  Department  of  Health 
and  the  National  Health  Service 
Executive  in  Leeds  could  face 
compulsory  redundancy  in  the 
wake  of  staff  cutting  measures 
announced  this  week. 

Civil  servants  employed  by 
both  offices  have  received 
invitations  to  take  up  voluntary 
early  retirement  in  the  first  of  a 
possible  series  of  measures  to  cut 
"substantial"  numbers  of  staff. 

A  letter  is  being  blanket 
circulated  to  all  3,000  plus  staff 


Another 
facilitator  for 
Birmingham 

Birmingham  Family  Health  Ser- 
vices Authority  is  aiming  to 
further  improve  GF  prescribing 
standards  in  the  city  with  the 
appointment  of  another  pharma- 
ceutical facilitator. 

Once  the  new  post  is  filled,  the 
FHSA  will  have  a  pharmacy  team 
of  four  —  two  pharmaceutical 
advisers  and  two  facilitators. 
According  to  pharmaceutical 
adviser  Richard  Seal,  it  will  then 
be  better  placed  to  assist  doctors 
and  help  shape  prescribing  policy. 

"We  cover  two  district  health 
authorities,  with  a  population  of 
1.1  million  and  258  GP  practices, 
so  having  extra  help  is  going  to  be 
very  useful,"  he  says. 

The  facilitators  in  will  work 
closely  with  fund-holding  and 
non-fundholding  GFs. 


The  first  phase  of  the  intro- 
duction of  pharmacy  audit  has 
been  an  "undoubted  success", 
according  to  Jennifer  Tann  of  the 
University  of  Birmingham. 

"The  most  important  single 
reason  pharmacists  give  as 
influencing  the  decision  to 
undertake  audit  is  that  it  will 
improve  their  professional  stand- 
ards," she  told  a  conference  at  the 
Royal  Pharmaceutical  Society 
last  Wednesday. 

Professor  Tann  said  that  by 
July,  1994  a  sample  survey  of 
pharmacists  in  England  showed 
that  cS9.2  per  cent  were  aware  of 
the  Royal  Pharmaceutical  Soc- 
iety's audit  strategy. 

Of  those  undertaking  audit, 
the  majority  of  community 
pharmacists  (75  per  cent)  were 
engaged  in  self-audit,  whereas 
most  of  those  in  hospital  were 
being  audited  by  peers  (60  per 
cent). 

There  is  inevitably  some 
resistance  to  the  idea  of  audit. 
Professor    Tann    said.  Some 
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within  the  Leeds  Executive  and 
the  London  DoH,  offering  em- 
ployees voluntary  early  retire- 
ment. Compulsory  redundancies 
will  be  a  last  resort,  but  have  not 
been  ruled  out,  says  a  spokesman. 

The  staff  cuts,  which  The 
Guardinn  believes  to  be  as  high  as 
one  in  four,  aim  to  be  completed 
by  July,  1996.  The  DoH,  however, 
says  that  no  figures  have  been 
released  on  the  numbers  likely  to 
be  affected.  A  spokesman  reveals 
that  cuts  are  likely  to  be  different 
from  the  regional  offices,  which 
will  be  left  with  less  than  10  per 
cent  of  current  staffing  levels. 

The  announcements  follow 
two  reports  published  in  August 
which  saw  responsibility  for  the 


locums  find  it  difficult  to  see  how 
audit  can  apply  to  them  when 
they  work  for  a  number  of 
different  contractors. 

Ross  Lynton  Groves,  one  ot 
eight  part-time  audit  facilitators 
within  Mersey  RHA,  highlighted 
three  problems  with  audit.  Like 
many  processes  in  community 
pharmacy,  no  one  writes  any- 
thing down,  he  said.  "It  is 
impossible  to  prove  that  audit  has 
taken  place  because  of  lack  of 
documentary  evidence." 

Encouraging  participation  in 
audit  can  be  difficult  since  instead 
of  self-evaluation  it  may  be 
perceived  as  checking  for  errors, 
lie  said.  There  is  also  no  incentive 
for  pharmacists  to  perform  audit. 

The  Mersey  pilot  study  has 
shown  the  actual  number  of 
pharmacists  taking  part  in  audit 
is  between  10-2(1  per  cent,  below 
the  target  of  33  per  cent.  The 
target  of  20  per  cent  having 
completed  an  audit  within  the 
12-month  period  may  yet  be  met 
though,  said  Mr  Lynton  Groves. 


family  health  services  contractor 
professions  transfer  from  the 
DoH  to  the  Executive.  At  the 
same  time,  it  was  announced  that 
the  14  regional  health  authorities 
would  be  streamlined  to  eight 
regional  health  service  offices, 
and  that  regional  pharmaceutical 
advisory  committees  would  be 
abolished  [C&D  August  6.  pl92 
and  13,  p230). 

Commenting  on  the  changes. 
Keith  Ackroyd,  chairman  of  Trent 
Regional  Health  Authority,  says: 
"The  way  the  NHS  deals  with 
people  is  not  ideal.  People  who 
work  in  that  office  have  gone 
through  a  great  deal  of  trauma. 
There  have  been  dramatic  changes 
in  the  way  people  are  working." 


Pharmacy 
dispensing 
costs  more 

The  average  total  cost  ot  a 
prescription  dispensed  by  a 
pharmacy  is  20p  higher  than  that 
of  a  dispensing  doctor.  1992-93 
Prescription  Pricing  Authority 
figures  reveal. 

However,  significant  differ- 
ences between  the  two  systems 
must  be  taken  into  account,  says 
Minister  for  Health  Gerald 
Malone.  Pharmacists  receive  only 
an  NHS  dispensing  fee.  whereas 
dispensing  doctors'  payments 
comes  in  addition  to  payment  for 
providing  medical  services,  in- 
cluding any  practice  expenses. 

In  1992-93,  the  average  total 
cost  (ex-VAT)  of  a  prescription 
dispensed  by  a  pharmacist  was 
£7.68  compared  with  £7.48  for  a 
dispensing  doctor. 

Net  ingredient  costs  to  a 
pharmacist  are  £6.77  compared 
to  £6.35  for  a  dispensing  doctor. 

The  year  on  year  increase  in 


Selected  List 
changes 

Iron  preparations  and  some 
topical  steroids  are  among  the 
medicines  which  will  no  longer 
be  prescribable  on  the  NHS  from 
November  1. 

Pregnavite  Forte  F  will  no 
longer  be  prescribable  for 
pregnant  women  at  risk  of  having 
a  baby  with  a  neural  tube  defect, 
as  the  daily  dose  of  folic  acid  it 
prov  ides  is  too  low  to  comply  with 
current  recommendations. 

Niferex  elixir  30ml  paediatric 
dropper  bottle  will  be  pre- 
scribable for  infants  born 
prematurely  for  the  prophylaxis 
and  treatment  of  iron  deficiency. 

Nizoral  cream  will  be  pre- 
scribable only  for  the  treatment 
of  seborrheic  dermatitis  and 
pityriasis  versicolor. 

the  full  list  of  non-pre- 
scribable  products,  detailed  in  the 
NHS  (General  Medical  Services) 
Amendment  (No  2)  Regulations 
1994  (SI  2620:  HMSO.  £1.55).  is 
as  follows: 

Algipan  rub.  Arret  capsules.  Audax  ear 
drops.  Benylin  Chesty  Coughs 
Original/Children's  CoughsCough  & 
Congestion/Day  &  Night  tablets  Dry 
Coughs  Original.  Biocare  Hep  194 
(Hepaguard)  capsules.  Bioflav  Com- 
plex/Complex +  C  tablets.  Boots  nasal 
spray.  Contac  Coughcaps.  Cremalgin 
balm,  Dermacort  cream,  diazepam  oral 
solution/suspension  5mg  per  5ml, 
Diocalm  Ultra  capsules.  Dioctyl  ear 
drops.  Disprol  infant  suspension. 
Fefol/Fetol  Z  Spansule  capsules. 
Feospan  Spansule  capsules.  Fergon 
tablets.  Ferrocap/Ferrocap  F-350 
capsules.  Fluimucil  (acetylcysteine) 
granules.  Folicin  tablets.  FSC  Super 
B-Supreme  high-potencv  tablets, 
Halibut  oil  A  &  D  capsules  (C  R  Lane 
Health  Products).  HC45  cream. 
Health+Plus  complex  B  tablets. 
Healthilife  vitamin  E  soya  free 
capsules.  Hill's  Balsam  Children's 
Mixture  for  Chesty  Coughs.  Hydrex 
hand  rub.  Kaodene  suspension. 
Lanacort  cream/ointment.  Lane's 
Lecigran  granules.  Ledercort  cream. 
Lemsip  Flu  Strength  Night  Time 
Formula.  Midro-tea  powder,  nasal 
drops  for  children  (Boots).  Nezeril 
nose  drops  (single  dose  pipette). 
Niconil  transdermal  patch,  nicotine 
patch  (QHR  Ltd).  Niferex  150  tablets. 
Phor  Pain  Double  Strength.  Preg- 
navite Forte  F  tablets.  Proctofibe 
tablets.  Quest  Super  Mega  B-50  timed 
release  tablets  B+C  tablets.  Radian-B 
liniment/rub,  Seba-Med  facial  wash. 
Softab  soft  lens  care  tablets.  Vicks 
Vaposyrup  Children's  Dry  Cough, 
Zenoxone  cream. 


average  total  cost  for  pharmacists 
comes  out  at  5.6  per  cent 
(1992-93  over  1991-92)  com- 
pared with  an  increase  in  net 
ingredient  cost  of  7.3  per  cent. 

This  compares  with  a  7  per 
cent  and  8.6  per  cent  increase 
seen  in  a  dispensing  doctor's 
average  total  cost  and  net 
ingredient  costs  respectivelv. 
•  In  1993.  21.6  per  cent  of 
prescriptions  dispensed  by  dis- 
pensing doctors  were  generic 
compared  to  49.6  per  cent  by 
community  pharmacists. 
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Green  light  for  white  list 


Tlie  Government  has  given  a 
guarded  green  light  to  the  idea  of 
a  drugs  'white  list'  as  recom- 
mended by  the  Health  Select 
Committee  in  its  report  'Priority 
Setting  in  the  NHS:  The  Drugs 
Budget'. 

In  a  formal  response  to  the  July 
report  —  which  recommended 
that  there  should  be  a  National 
Prescribing  List,  a  formulary  ot 
drugs  available  on  the  NHS, 
which  have  been  assessed 
according  to  therapeutic  value 
and  relative  cost  (C&D  July  23, 
pi  13)  -  -  Minister  for  Health 
Gerald  Malone  welcomes  the 
Committee's  support  for  the 
principle  of  the  scheme. 

The  Government  would  con- 


sider a  range  of  options  including 
replacing  the  Selected  List  with  a 
positive  list  along  the  lines 
recommended  by  the  Committee. 

The  Association  of  the  British 
Pharmaceutical  Industry  remains 
convinced  that  any  list  restricting 
the  availability  of  medicines 
would  not  be  in  the  interests  of 
patients  and  would  also  adversely 
affect  the  search  for  much  needed 
new  treatments.  "The  imposition 
of  a  GP  formulary  would  not 
achieve  the  desired  results,"  says 
ABPI  director  general  Dr  Trevor 
Jones. 

However,  it  supports  the 
Government's  view  that  such 
formularies  should  be  developed 
at  practice  level. 


Audit  makes  its  mark 


PSNC  slams  exempt  scripts 
monitoring  plans 


The  Pharmaceutical  Services 
Negotiating  Committee  says  it 
will  refuse  to  countenance  the 
use  of  pharmacists  as  "Gov- 
ernment snoopers  or  police", 
following  the  Health  Secretary 
Virginia  Bottomley's  announce- 
ment that  pharmacists  will  play  a 
leading  role  in  stamping  out 
prescription  exemption  fraud. 

"If  the  Department  of  Health 
believes  there  is  fraud  on  any 
scale,  it  is  up  to  them  to  prove  it. 
If  so  proved,  the  DoH  should  issue 
identity  cards,  with  photographs, 
to  every  exempt  patient," 
comments  PSNC  chairman  David 
Sharpe. 

He  adds:  "This  would  obviate 
the  necessity  for  either  doctors  or 
pharmacists  to  get  involved  in 
further  tax  collection  for  the 
Government." 


Additions 
outnumber 
closures 

Fifteen  additional  pharmacies 
have  come  on  to  the  register  for 
England.  Wales  and  Scotland 
during  September.  There  were  33 
additions  and  18  deletions, 
bringing  the  total  current 
number  of  pharmacies  on  the 
register  to  12.1 12. 

In  England,  there  were  27 
additions  to  the  register  in- 
cluding two  restorations.  Sixteen 
pharmacies  ceased  trading. 

Three  pharmacies  opened 
within  hospitals  and  one  inside  a 
Plymouth  health  centre. 

Of  the  multiple  chains.  Boots 
opened  four  new  premises 
including  two  inside  J  S 
Sainsbury  stores  in  Dorset  and 
London  El.  The  chain  has  also 
taken  over  Dunsire  Chemist  in 
Norfolk. 

Contract  pharmacies  have 
been  opened  by  Tesco,  Safeway 
and  Superdrug;  Tesco  following 
the  closure  of  Mildcare,  following 
the  pharmacy's  relocation  into 
Tesco's  Thornton  Heath  store; 
Safeway,  following  the  closure, 
and  transfer  of  contract,  of  Tower 
Pharmacy,  Bristol:  and  Super- 
drug,  following  the  closure  and 
transfer  of  contract  of  Maxbray, 
Ashford,  Middlesex. 

Scotland  saw  just  three 
pharmacies  open  anil  two  close. 
Lloyds  took  on  ownership  of 
Macfarlane  &  Son  in  Fort 
William.  Inverness-shire,  while  a 
Glasgow  Moss  pharmacy  has 
relocated  within  an  ASDA 
superstore. 

In  Wales,  AAH  took  on 
ownership  of  Teifi  PHarmacy, 
Llandyssul,  while  Welsh  chain 
Howard  &  Palmer  opened 
premises  within  Swansea  health 
centre. 

Chemist  &  Druggist  22  OCTOBER  1994 


Satellite  dispensing  The  PSNC  is 
In  press  fur  "the  strongest 
possible  action"  on  dispensing 
through  non-contract  pharm- 
acies at  this  week's  plenary 
meeting  with  the  Doll.  This 
follows  a  Committee  vote  where 
20  out  of  21  members  supported 
the  motion. 

The  PSNC  has  written  to  all 
local  pharmaceutical  committees 
for  the  number  of  non-contract 
pharmacies  in  operation  in  then- 
area.  The  matter  will  also  be 
raised  at  all  four  MP  briefing 
lunches,  which  will  he  held 
during  November  and  December. 
Container  allowance  The  con 
tainer  allowance  will  be  5.8p  until 
March  31,  1995. 

Monitored  dosage  systems  The 

PSNC  is  continuing  to  press  for 
costs  associated  with  MDS.  used 
in  residential  and  nursing  homes, 
to  be  paid  by  the  Dol  I. 

Although  only  27  per  cent  of 
contractors  are  paid  for  advice  to 
residential  homes,  the  PSNC  is 
committed  to  its  belief  that  "costs 
such  as  these  should  be 
reimbursed.  The  matter  of  money 


for  services  to  nursing  homes  will 
also  be  raised,  as  will  discussion 
of  one  'would-be'  Health  Com- 
mission's plans  to  designate  a 
place  on  its  hoard  for  a  CP.  The 
Doll  is  not  thought  to  be  in 
favour  of  designated  places  for 
any  health  professionals. 
Pharmacy  2000  The  PSNC  is 
grateful  for  all  LPC  comments  on 
its  'Pharmacy  2000:  Strategy  for 
the  Future'.  As  many  suggestions 
as  possible  will  be  incorporated 
into  the  definitive  document. 

However.  PSNC  is  "surprised 
and  disappointed"  that  nearly  40 
per  cent  of  I. PCs  neglected  to 
submit  comments. 
Pharmacy  research  The  PSNC 
has  discussed  the  possibility  of 
Professors  Rhona  Panton  and 
Peter  Noyce  undertaking  re- 
search to  show  the  "value  added 
benefits"  of  community  pharm- 
acists' intervention  and  advice. 
Review  Panel  Following  the 
retirement  of  James  Pease- 
Watkin,  there  are  two  vacancies 
on  the  Pharmacy  Review  Panel. 
Two  names  have  been  put 
forward  for  consideration. 


£20,000  for 
consultation 
areas 

Sefton  Health  hopes  to  fit  out  all 
of  its  retail  pharmacies  with  a 
consultation  area,  after  securing 
£20,000 a  year  in  funding  to  do  it. 

The  project  is  expected  to  List 
lor  up  to  three  years  by  which 
time  all  of  the  district's  58 
pharmacies  should  have  some 
sort  of  health  advice  focal  point. 

"It's  the  first  step  to  brm<^in!4 
community  pharmacy  more  close- 
ly aligned  with  primary  health- 
care provision,"  says  pharma- 
ceutical adviser  Sue  Noyce. 

She  was  due  to  unveil  her  plans 
to  local  pharmacists  on  <  ictober 
ll).  Contractors  were  invited  to 
submit  their  pharmacy  for 
consideration  by  a  Community 
Pharmacy  Planning  Croup. 

The  Croup,  which  consists  of 
three  community  pharmacists,  a 
patient  representative,  two  health 
authority  managers  and  a  health 
authority  member,  will  draw  Lip  a 
shortlist"  of  12. 

Exact  criteria  have  not  been 
set,  but  Ms  Noyce  hopes  for  a 
good  geographical  distribution  and 
cross-section  of  pharmacy  type. 


IT  SAVS  HERE  WE'VE  Got 
A  T HREE  FoR  TWO  OFFER 
ON  THESE  THIS  WEEK. 


Barcoded  FP10s  to  go  on  trial 


Patient  medication  records  could 
be  automatically  updated  if  a  pilot 
scheme  involving  barcodes  on 
FPlOs  proves  successful. 

This  would  be  just  one  of  the 
potential  applications  if  plans  by 
the  NHS  Executive's  information 
management  group  get  off  the 
ground,  says  consultant  Alan 
Woodhead.  Field  trials  of  the 
PDF417  electronic  prescribing 
programme  are  expected  to  start 
in  the  New  Year. 

The  aim  is  for  GPs'  computers 
to  print  two-dimensional  bar- 
codes onto  FPlOs.  These  could 
carry  all  the  textual  information 
currently  on  the  FP10.  as  well  as 


drug  details  in  a  coded  form. 

The  patient  would  then  take 
the  FP10  to  any  pharmacy,  where 
a  pharmacist  would  read  the 
barcode  using  a  hand-held 
scanner. 

The  information  carried  in  the 
barcode  would  then  he  auto- 
matically downloaded  into  the 
PMR  system,  updating  it  instantly. 

Theoretically,  the  advantages 
of  the  system  are  that: 

•  information  held  on  the  bar- 
code can  be  matched  with 
another  on  drug  packs,  providing 
a  built-in  dispensing  check 

•  GPs  can  monitor  what  was 
actually  dispensed  rather  than 


prescribed 

•  the  Prescription  Pricing  Auth- 
ority can  have  on-line  in- 
formation instantly. 

But  trials  are  very  much  at  an 
early  stage,  says  Mr  Woodhead. 
Successful  laboratory  trials  are 
leading  to  a  handful  of  GPs  and 
pharmacists  trying  out  the 
system  early  in  1995. 

Mr  Woodhead's  team  has  also 
looked  at  mailing  prescriptions 
electronically  via  a  mailing 
service,  as  this  might  he  a  more 
secure  system.  But  GPs  would 
still  have  to  give  the  patient  some 
sort  of  token  to  ensure  he  or  she 
picks  up  the  right  prescription. 
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Pharmacist/ 
industry  link 
to  push  OTCs 

European  pharmacists  and  the 
pharmaceutical  industry  are  set 
for  closer  collaboration  to  try  and 
educate  consumers  about  resp- 
onsible self-medication. 

At  the  first  joint  symposium 
held  by  the  Pharmaceutical 
Group  of  the  European  Union  and 
the  European  manufacturers  of 
OTC  medicines  it  was  agreed  that 
there  is  a  need  to  supply 
pharmacists  with  comprehensive 
information  about  OTC  products. 

Appropriate  models  were  disc- 
ussed on  how  best  to  achieve  this, 
whether  at  undergraduate  or 
postgraduate  level.  Further  steps 
will  be  taken  at  a  national  level. 

•  Market  growth  will  come  from 
POM  to  P  switches,  with  self-care 
pharmacy  protocols  established 

•  Networks  of  pharmacists  should 
give  high  quality  professional 
services 

•  EC  and  Member  States  should 
fully  support  self-medication 
policies 

•  Effective  and  safe  patient  care 
will  only  be  possible  with  direct 
patient  contact,  not  via  mail 
order  pharmacy  —  a  principle  set 
out  in  the  PGEU/AESGP's  1993 
Charter 

•  Advertising  provides  a  valuable 
source  of  information  about  new 
products,  but  should  not  usurp 
the  role  of  pharmacist  in  advising 
patient  on  correct  medicine 
choice 

•  Effective  display/visibility  of 
OTCs  can  enhance  professional 
image  in  eyes  of  consumer. 


Essex  pharmacies  do 
their  own  paying  in 
for  pre-payments 


Essex  Local  Pharmaceutical 
Committee  has  agreed  with  the 
FHSA  that  pre-payment  certific- 
ates can  be  endorsed  through 
pharmacies  (C&D  September  3). 

The  EHSA  will  provide  pharm- 
acists with  a  paying-in  book, 
circumventing  the  processing 
costs  incurred  by  patients  paying 
for  certificates  by  cheque  and 
credit  card.  This  scheme  allows 
contractors  to  pay  the  FHSA 
directly,  without  losing  any 
money. 

"We  have  agreed  to  support  the 
scheme  for  the  first  year. 
Hopefully  it  will  provide  the 
FHSA  with  sufficient  evidence 


that  there  is  a  cost  saving,"  says 
LPC  secretary  John  Stanley. 

An  information  pack  for 
contractors  is  being  produced  bv 
the  FHSA. 

•  The  Essex  1. PC  FHSA  mobile 
DUMP  campaign  in  July  collected 
one  tonne  of  unwanted  drugs 
(C&D  June  11.  p994). 

LPC  members  staffed  a 
converted  caravan  as  it  visited 
leisure  centres  and  schools  in  12 
towns.  More  medicines  were 
returned  in  the  month-long 
campaign  than  were  collected  in 
the  whole  of  last  year.  The  LPC  is 
already  planning  improvements 
for  next  year's  scheme. 


FHSAs  are  like  'dictators' 


Portsmouth-based  newspaper, 
The  News  has  likened  FHSAs  to 
dictators  because  of  the  control 
they  exert  over  pharmacy 
contract  applications. 

Following  the  failure  of  a  Tesco 
store  in  Chichester  to  gain  an 
NHS  contract,  The  News  editorial 
accuses  the  FHSA's  pharmaceut- 
ical committee  of  being  "a 
committee  of  worthies  [which] 
sits  to  decide  who  shall  have  what 
share  of  business." 

The  pharmaceutical  commit- 
tee is  a  "a  long  name  for  a 
committee  long  on  self 
importance"  it  continues. 

The  consumer,  the  paper  says, 


has  chosen  one-stop  shopping, 
even  though  some  people  see 
supermarkets  as  "the  destroyer  of 
little  shops.  But  the  customer  is 
always  right  and  he  says  they've 
been  good  for  him.  If  that's  what 
people  wanted,  that's  what  people 
got". 

Responding,  FHSA  profess- 
ional services  manager  Amanda 
Parker,  says:  "We  dealt  with  the 
application  under  the  NHS  reg- 
ulations and  we  will  be  telling 
Tesco,  and  all  interested  parties, 
the  reasons  why  the  decision  was 
made. 

"Tesco  also  has  the  right  of 
appeal." 


Wake  up  to  dangers  of  tricyclics  and  driving 


Drowsiness  associated  with  the 
taking  of  sedatives  could  lead  to 
up  to  600  fatal  traffic  accidents  a 
year,  according  to  studies  carried 
out  at  the  University  of  Surrey. 

The  300-person  study  found 
that  taking  these  sedatives  was 
more  likely  to  lead  to  an  accident 
than  drinking  up  to  the  legal 
limit  of  alcohol. 

These  results  were  broadcast  in 
the  latest  edition  of  World  in 
Action  alongside  parallel  studies 
carried  out  bv  St  Thomas' 


Hospital  in  London. 

The  Surrey  research  also 
measured  the  stopping  distance 
needed  to  brake  a  car  travelling  at 
70mph.  The  performance  of 
patients  taking  SSRls  or  rev- 
ersible MAOI  Type  As  was  not 
significantly  different  to  those  on 
a  placebo,  the  study  found. 

Patients  with  80mg  alcohol  per 
cent  in  their  blood  added  6-8ft  to 
their  stopping  distance  but  those 
on  amitriptyline  or  dothiepin 
needed  an  extra  10ft  to  stop. 


The  St  Thomas  results  put  the 
number  of  traffic  fatalities 
associated  with  patients  taking 
tricyclic  antidepressants  even 
higher  —  at  720  a  year. 

These  studies  also  showed  that 
up  to  70  per  cent  of  patients 
ignored  warning  labels  telling 
them  not  to  drive. 

The  documentary  described 
the  Dutch  experience  where 
patients  on  certain  drugs  marked 
with  a  red  label,  including 
tricyclics,  are  forbidden  to  drive. 


Somerset  health  promotion  set  to  expand 


Success  in  a  pilot  pharmacy 
health  promotion  scheme  in 
Somerset  means  the  project  may 
be  expanded  to  the  whole  county. 

The  six-month  study  ran  in 
seven  pharmacies  from  last 
October.  Pharmacists  were 
trained  to  promote  health  in  six 
consultation  areas:  blood  press- 
ure monitoring,  infestation 
advice,  peak  flow  monitoring, 
pregnancy  testing,  smoking  cess- 
ation and  safe  sunbathing. 

All  consultations  and  advice 
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given  were  logged,  with  patients 
completing  two  follow-up  quest- 
ionnaires to  determine  the  effects 
of  counselling.  Pharmacists  were 
paid  monthly,  from  money 
outside  the  global  sum,  on 
completion  of  log  books. 

Somerset  Family  Health  Serv- 
ices Authority's  pharmaceutical 
officer,  Richard  Purchase,  says 
the  FHSA  is  now  looking  to  roll 
out  the  scheme  to  all  SO 
pharmacies,  as  part  of  its 
pharmaceutical  strategy.  "At  the 


moment  we  are  debating  rem- 
uneration and  training,"  he  says. 

The  results  of  the  study  have 
been  analysed  by  the  pharmacy 
department  at  the  University  of 
Bath  to  demonstrate  the  import- 
ance of  pharmacy  interventions 
in  patient  outcomes. 
•  As  part  of  its  pharmaceutical 
strategy,  the  FHSA  is  also  to  make 
recommendations  to  the  Depart- 
ment of  Health  for  the  intro- 
duction of  a  second  pharmacist 
allowance. 


Paracetamol  risk 

Some  pharmacies  may  not  be 
sticking  closely  enough  to  the 
RPSGB's  Code  of  Ethics  on  the 
sale  of  paracetamol  to 
children,  according  to  a 
Pontefract  trial.  A  12-year  old 
girl  was  sent  to  buy 
paracetamol  from  shops 
including  11  pharmacies.  At 
none  of  the  pharmacies  was 
the  girl  questioned  by  a 
pharmacist  or  given  safety 
advice.  But  in  two  she  was 
asked  if  the  tablets  were  for 
her  mother  and  in  three  the 
pharmacists'  permission  was 
requested  before  the  sale. 

Pharmaid  week 

Due  to  a  delay  in  publishing 
this  year's  British  National 
Formulary,  Pharmaid  week 
will  be  postponed  from 
November  7-11.  No  revised 
date  has  been  announced. 

Trent  training 

Trent  RHA  has  put  £20,000 
into  a  pre-reg  training 
evaluation  scheme,  assessing 
communication  and 
interpersonal  skills.  Trial 
results  should  be  available  at 
the  end  of  October  1995. 

Lanes  DUMP 

A  sample  of  29  community 
pharmacists  (10  per  cent)  in 
Lancashire  will  be  assessing 
the  type,  and  quantity,  of 
unwanted  medicines  returned 
during  a  pilot  scheme  running 
until  Christmas.  An  estimated 
10.6  tons  of  unwanted 
medicines  were  returned  in 
the  area  during  1993-94. 

Shrewton  decision 

Sultan  Dajani,  manager  of 
Edwards  Pharmacy  in 
Durrington,  has  had  an 
application  to  set  up  an  NHS 
pharmacy  in  Shrewton,  Wilts, 
turned  down.  Since  opening, 
Edwards  Pharmacy  has  been 
subject  to  fierce  opposition 
from  the  former  dispensing 
doctors  (C&D  July  16,  p76). 

Calendars  for  all 

RPSGB  handbooks  and 
calendars  are  to  be  sent  out 
automatically  to  all  members. 
The  handbook  is  now  in  an 
A4  format  and  contains  useful 
names  and  adresses. 

Accreditation 

Forty  pharmacists  have 
successfully  completed  the 
accreditation  scheme  run 
jointly  by  Dorset  Health 
Commission  and  the  LPC. 

de  Brus  sponsors 

The  Pharmacy  Assistant  of  the 
Year  finals  are  covered  on 
p662.  The  following  sponsors 
supported  assistant  training 
modules  in  the  1994 
Pharmacy  Assistant  Awards: 
Elida  Gibbs;  Ciba  Geigy/ 
Zyma;  Crookes  Healthcare; 
Bayer;  Smithkline  Beecham. 
The  winners'  holidays  were 
organised  by  Cyprus  Classic 
Conferences (02357  71326)  in 
three  five  star  hotels:  The 
Four  Seasons  and  the 
Appolonia  in  Limasol,  and  the 
Coral  Beach  in  Paphos. 
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Managed 
care  an 
'inevitability' 

The  advent  of  American-style 
managed  care  in  the  UK  is  an 
"inevitability",  given  current 
Government  thinking,  and  could 
result  in  considerable  drug  cost 
savings,  according  to  a  leading 
UK  pharmacist. 

The  personal  opinion  of  David 
Sharpe,  chairman  of  the  Pharma- 
ceutical Services  Negotiating 
Committee,  is  that  the  American 
experience  of  managed  care  —  a 
euphemism  for  managed  costs, 
he  says  ■  has  resulted  in 
considerable  savings  on  drugs, 
with  very  little  effect  on  patient 
outcome.  US  pharmacists  also 
benefit  from  the  savings  made. 

"If  it  was  introduced  here,  very 
few  patients  would  notice  any 
difference,  although  there  would 
a  scream  for  here  to  heaven  from 
the  BMA,"  says  Mr  Sharpe. 

He  holds  up  as  an  example  the 
US  concept  of  patient  formularies, 
a  'Preferred  Drug  List',  which 
patients  are  given  by  their  health 
insurance  companies  to  present 
to  their  doctor. 

Under  the  heading  'Generic 
Preferred'  is  a  list  of  24  thera- 
peutic categories  of  drugs  (gen- 
erics and  branded),  each  flagged 
with  a  cost  per  30  days  of 
treatment  symbol.  In  the  Pain/ 
NSAID  category,  for  instance, 
ibuprofen  receives  a  $  rating 
symbol  ($0-10),  while  ketoprofen 
rates  $$$$$  ($40-50). 

Doctors  have  to  have  a  very 
good  reason  to  divert  from  the 
list,  says  Mr  Sharpe. 

"Although  we  are  a  long  way 
off  this,  it  [the  health  system]  is 
certainly  moving  towards  form- 
ulary-driven therapy,"  he  says. 


Community 

role  not 
appreciated 

Community  pharmacists  and  GPs 
are  not  thought  to  know  about 
hospital  medicines,  a  survey  of 
post-discharge  hospital  patients 
has  revealed. 

Seacroft  Hospital,  Leeds,  found 
that  many  patients  had  questions 
about  their  hospital  medication 
after  discharge  and  did  not  know 
who  to  ask,  feeling  that  their  local 
GP  or  pharmacist  would  not  know 
about  their  hospital  medicines. 

As  a  result,  Seacroft  Hospital 
has  set  up  a  medicine  telephone 
helpline.  Now  in  its  second  year, 
the  line  deals  mainly  with  ques- 
tions about  side-effects  (21  per 
cent),  correct  medicine  use  (15 
per  cent)  and  drug  interactions 
(13  per  cent,  including  4  per  cent 
iconcerning  OTC  products). 

Almost  one  quarter  of  callers 
jare  referred  on  to  a  community 
pharmacist,  GP  or  consultant. 
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Seek  your 
salvation  in 
the  private 
sector 

Doom,  gloom  and  despondency 
seemed  to  be  the  message  from 
many  of  the  speakers  at  both 
the  21st  annual  Lincolnshire 
LPC  conference  and  the 
National  Association  of 
Co-operative  Executive 
Pharmacists'  45th  get-together. 

The  principal  gloom, 
however,  appears  to  be 
reserved  for  the  independent.  It 
is  my  future  that  receives 
adverse  analysis,  and  not  that 
of  my  multiple  competitors, 
whose  future  is  assumed  by  all 
to  be  assured.  Certainly  this 
nation  of  small  shopkeepers  is 
showing  evidence  of  rapid 
decline,  with  even  the  smallest 
of  country  towns  now  having 
its  obligatory  'mall'  in  which 
shoppers  are  content  to  invest 
their  all  in  anonymous 
conformity. 

It  was  a  worrying  prediction 
from  Noel  Baumber,  at  the 
Lincolnshire  conference,  that, 
by  the  year  2000,  multiple 
pharmacies  will  own  50  per 
cent  of  community  pharmacy 
premises.  But,  equally,  I  feel 
that  his  solution  to  the 
problem  —  the  formation  of 
another  independent  buying 
group,  FOCUS  —  is  more  a 
public  cry  of  despair  rather 
than  a  genuine  belief  that  the 


remaining  independents  will 
ever  swallow  their  differences 
and  agree  to  pool  their 
resources. 

The  sombre  tone  of  all  the 
speakers  is  a  reflection  of 
disillusionment  with  the 
inequities  of  an  NHS  contract. 
This  'contract'  is  shamelessly 
manipulated  by  a  Government 
enthusiastically  using 
pharmacists  like  barefoot 
doctors,  but  refusing  to  pay  us 
sufficient  money  to  buy  even 
second-hand  shoes!  But  there  I 
go,  agreeing  with  the  general 
tenor  of  depression.  At  this 
rate.  I  will  be  the  proof  of 
Graham  Walker's  statistics! 

The  NHS  is  so  large  that  we 
all  run  the  danger  of  seeing  its 
suffocating  embrace  as  the  sole 
provider  of  professional 
succour,  but  I  am  a  perpetual 
optimist  and  still  have  a  belief 
in  my  ability  to  survive. 
Professional  satisfaction  and 
customer  appreciation  can 
equally  be  achieved  in  the 
private  sector.  Until  the 
Department  of  Health's 
promises  are  matched  by  deeds 
I  will  continue  to  provide  an 
efficient  dispensing  service,  but 
use  all  my  energies  to  expand 
my  front  shop  profitability  and 
develop  a  professional  practice 
independent  of  the  vagaries  of 
Governmental  tunnel  vision. 

Where's  the 

proof, 

Virginia? 

I  find  it  amazing  that  if 
pharmacists  have  the  temerity 
to  suggest  that  they  are 
under-resourced,  then  they  are 
told  in  no  uncertain  terms  to 
justify  their  claims.  When 
Virginia  Bottomley,  the  Health 
Secretary,  announces  at  the 
Conservative  Party  conference 
that  massive  exemption  fraud 
is  cheating  the  Health  Service 
of  millions  of  pounds,  she  is 
unable  to  later  justify  her 
claim,  except  to  merely 
maintain  that  it  might  run  into 
tens  of  millions  of  pounds! 
(C&D  October  10,  p609). 

On  this  basis,  she  then 
proposes  a  fundamental  change 
to  doctors'  and  pharmacists' 
terms  of  service  in  order  to  put 


the  responsibility  of  policing 
her  tax  on  to  both  professions. 
Our  two  bodies  rarely  agree  on 
many  proposals,  but  this  is  one 
that  should  guarantee  a  unity 
that  will  make  Gerry  Malone's 
task  particularly  difficult! 

I  can  understand  that 
Virginia  Bottomley  may  feel 
that  a  massive  fraud  exists,  hut 
without  the  evidence  I  cannot 
see  how  she  can  justify 
draconian  changes  to  the 
present  system.  I  laving 
produced  the  evidence,  and 
having  proved  the  ineptitude  of 
her  own  Government  over  the 
many  years  since  prescription 
charges  were  substantially 
raised,  she  can  then  he  told 
very  firmly  that  it  is  her 
problem,  not  ours' 

A  gem  or 
pure  magic? 

Another  gem  from  the  world  of 
alternative  medicine  has  just 
been  launched  by  Larkhall 
Green  Farm,  a  product  which 
claims  to  control  the 
absorption  and  production  of 
fats  in  the  body  (C&D 
Counterpoints  October  15, 
p615). 

From  the  published 
information,  I  am  told  that 
hydroxycitrate  acid  inhibits  the 
activity  of  the  fat-covering 
enzyme  ATP  citrate,  but 
beyond  that  I  know  very  little. 
For  a  food  supplement,  this 
information  is  far  more  specific 
than  is  normally  given,  but  as 
far  as  the  consumer  is 
concerned,  so  what?  This 
information  could  be  translated 
as:  'Yippee!  Pop  a  pill,  eat  what 
you  like  and  still  lose  weight!' 

Slimming  miracles  are 
always  in  great  demand  and, 
assuming  this  is  the 
consequence  of  hearsay 
publicity,  this  product  will  be 
no  exception.  But  what  is  more 
upsetting  is  that  Larkhall  has 
indicated  that  HCA  has  specific 
pharmacological  activity.  I  do 
not  know  the  significance  of 
that  activity  (biochemistry 
wasn't  on  the  syllabus  when  I 
qualified),  but  there  is  a 
possibility  that  here  is  a 
'supplement'  that  deserves  the 
respectability  of  a  full  product 
licence,  but  whose  activity  will 
only  ever  be  determined  by 
potentially  dangerous 
uncontrolled  empirical 
consumer  trials,  instead  of  the 
carefully-controlled  clinical 
trials  which  the  product  might 
deserve. 


Topical 
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Medicalmatters 


Individualise  smoking 
cessation  therapy 


The  way  people  smoke  is  linked  to 
the  successful  use  of  specific 
smoking  cessation  therapies. 

A  Swedish  expert  Dr  Karl 
Fagerstrom  told  delegates  at  the 
9th  World  Conference  on  Tobacco 
and  Health,  that  some  smokers 
have  a  classic  addict's  craving  and 
continue  to  smoke  to  prevent 
withdrawal  symptoms.  This  group 
would  benefit  most  from  nicotine 
replacement  patches  which  main- 
tain steady  levels  of  nicotine,  he 
said. 

The  use  of  nicotine  gums  and 


sprays  offers  a  quick  burst  of 
nicotine  and  would  best  suit 
those  with  sporadic  cravings. 
Those  with  a  high  dependence 
should  use  4mg  nicotine  gum  or 
spray,  or  use  these  in  com- 
bination with  a  patch. 

Whichever  therapy  is  used  can 
help  to  increase  the  chances  of 
giving  up  smoking,  especially  if 
used  in  tandem  with  counselling. 

Professor  Chris  Silagy,  head  of 
the  department  of  general 
practice  at  Flinders  University. 
Australia,  concluded  from  a 


meta-analysis  of  smoking  cessa- 
tion studies  that  only  4-5  per  cent 
of  smokers  succeeded  in  stopping 
on  their  own.  With  counselling, 
this  figure  increased  to  5-10  per 
cent  and  doubled  again  when 
nicotine  replacement  therapies 
were  also  used. 

However,  doctors  were  failing 
to  offer  counselling  and  advice  to 
smokers.  Often  advice  was  by- 
passing those  at  highest  risk, 
warned  Dr  Karen  Slama,  director 
of  tobacco  research  at  the  St 
Louis  Hospital  in  Paris. 


Antibiotics  for  sore  throats 


The  pros  and  cons  of  prescribing 
antibiotics  for  sore  throats  have 
been  outlined  the  latest  British 
Medical  Journal. 

General  practitioners  opposed 
to  prescribing  antibiotics  for  sore 
throats  argue  that  the  costs  to  the 
patients  and  the  health  service 
outweighs  any  benefits.  Routine 
prescribing  encourages  patients' 
dependence  and  re-attendance  at 
surgery,  taking  up  valuable  time. 
Additionally  there  are  financial 
costs  to  patients  and  the  health 
service,  and  side  effects  ot 
antibiotic  use  such  as  allergy  and 
diarrhoea  (10-60  per  cent  in 
children). 

It  is  also  argued  that  the 
evidence  for  relief  of  symptoms  in 
sore  throat  is  marginal  and  the 
illness  is  not  shortened. 

However,  some  CPs  choose  to 
prescribe  antibiotics  for  sore 
throat  to  prevent  complications 


such  as  rheumatic  fever,  sinusitis 
and  otitis  media.  They  quote 
studies  which  show  that  penicillin 
reduces  supparative  complica- 
tions of  streptococcal  sore  throat, 
brings  about  earlier  resolution  of 
fever,  and  shortens  the  course  of 
the  illness  by  24-48  hours. 

Commenting  on  the  opposing 
points  of  view,  Peter  Rubin, 
professor  of  therapeutics  at  the 
University  of  Nottingham,  said 
that  at  present  there  is  not  enough 
evidence  to  decide  if  antibiotics 
are  appropriate  for  sore  throats. 
He  advocates  a  double  blind 
randomised  clinical  trial  looking 
at  whether  routine  use  of  anti- 
biotics reduces  the  time  away 
from  school  or  work,  and  whether 
any  reduction  was  justifiable  in 
terms  of  financial  cost  and 
frequency  of  adverse  effects.  This 
might  then  allow  a  decision  to  be 
made. 


More  studies  of  methadone 
maintenance  required 


Methadone  maintenance  treat- 
ment is  one  of  the  most  evaluated 
forms  of  therapy  in  the  field  of 
drug  abuse,  and  is  of  particular 
interest  to  community  pharma- 
cists. A  review  of  the  treatment, 
published  in  last  week's  British 
Medical  Journal  has  found  "clear 
evidence  that  programmes  may 
vary  substantially  in  efficacy". 

Although  maintaining  addicts 
on  methadone  is  costly,  it  is  still 
substantially  cheaper  than  the 
costs  of  crime  or  imprisonment 
the  drug  abuser  may  create  while 
funding  his  or  her  habit. 

The  review  highlights  the  need 
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for  studies  that  will  provide  a 
clearer  guide  to  the  importance 
of  treatment  or  programme 
structure  and  will  define  the 
minimum  conditions  required  to 
be  effective. 

The  authors  say:  "The  chall- 
enge for  researchers  and  planners 
of  methadone  programmes  is  to 
define  clearly  the  most  cost 
effective  method  to  deliver  long 
term  methadone  treatment  that 
has  an  appreciable  impact  on  HIV 
infection,  hepatitis,  and  other 
related  risk  behaviours,  as  well  as 
improving  social  well  being  for 
individuals  and  the  community." 


Gender 
influences 

Females  are  more  likely  to  have 
raised  triglyceride  levels,  say 
French  researchers. 

Presenting  their  work  at  the 
10th  International  Symposium 
on  Artherosclerosis.  they 
postulate  that  this  may  be 
because  females  experience 
puberty  at  an  earlier  age.  This,  in 
turn,  may  lead  to  an  increased 
risk  of  coronary  heart  disease. 

A  different  study  revealed  that 
fenofibrate  (Lipantil)  may  reduce 
these  raised  triglyceride  blood 
levels  and  also  overcome  insulin 
resistance,  another  possible  CHD 
risk  factor. 

Elderly  need 
more  help  in 
flu  protection 

Help  the  Aged  has  called  for  GPs 
and  residential  care  workers  to  be 
more  pro-active  in  providing  flu 
vaccination  for  the  elderly  in  care. 

Some  66  per  cent  of  GPs 
thought  they  vaccinated  75  per 
cent  of  the  elderly  in  their  local 
residential  homes,  according  to  a 
survey  by  Geriatric  Medicine.  But 
these  findings  contradict  results 
from  a  study  published  in  the 
British  Medical  Journal  last  July 
which  found  less  than  40  per  cent 
of  this  vulnerable  group  actually 
received  vaccinations  last  year. 

Help  the  Aged  would  like  to  see 
coordinated  efforts  between  GPs 
and  home  administrators.  A 
standard  policy  for  the  sched- 
uling of  vaccinations  would  help 
prevent  the  spread  of  flu. 


Pulmicort  recall 

Astra  is  recalling  two  batches  of 
Pulmicort  LS  inhalers  50mcg/ 
dose  following  the  discovery  that 
the  budesonide  in  these  two 
batches  is  showing  a  higher  than 
normal  pattern  of  degradation. 
The  company  says  there  is  no 
medical  risk  associated  with  the 
product.  The  affected  batches  are: 
Batch  Number  L'C  64  which  has 
an  Expiry'  liatt  March  1996:  and 
Batch  Number  I  E  65  which  has 
an  Expiry  Date  May  1996.  The 
recall  has  been  designated  a  Class 
3  Drug  Alert  by  the  MCA  which 
means  action  has  to  be  taken 
within  five  days.  Pharmacists 
should  return  stock  to  their 
supplier  for  credit  or  replacement. 
.Astra  has  set  up  a  customers 
services  line  to  deal  with 
enquiries.  Tel:  0923  271000. 

Cyclophosphamide 

Pharmacia  has  changed  the  pack 
size  of  cyclophosphamide  injec- 
tion lOOOmg  from  ten  to  five  vials 
(basic  NHS  price  £22.91). 
Pharmacia.  Tel:  0908  661101. 

Thyroxine  25mcg 

The  PSNC  has  agreed  with  the 
Department  of  Health  that 
thyroxine  25mcg  tablets  be 
classed  as  category  D  from 
October  1,  following  supply 
problems.  Scripts  should  be 
endorsed  with  the  manufacturer's 
name  and  pack  size,  t'nendorsed 
scripts  will  be  paid  at  Tariff  price. 

Palfium  10mg 

Boehringer  Mannheim  says 
Palfium  LOmg  tablets  will  be 
temporarily  unavailable  due  to  a 
raw  material  supply  problem. 
Palfium  5mg  tablets  will  remain 
available.  The  company  is  trying 
to  get  the  product  back  on  the 
market  by  January  1995. 
Boehringer  Mannheim  UK 
(Pharmaceuticals)  Ltd.  Tel:  0506 
412512. 

Brolene  Autodrop 

With  effect  from  November  1  the 
recommended  retail  price  of 
Brolene  Drops  with  Autodrop  will 
be  the  same  as  standard  Brolene 
Drops  (£2.991.  Rhone-Poulenc 
Rorer  Ltd.  Tel:  0323  721422. 

Steripak  addition 

Astra  has  added  Marcain  Polyamp 
Steripak  0.375  per  cent  to  its 
range  of  bupivacaine  sterile 
ampoules.  The  basic  NHS  price 
for  ten  10m!  ampoules  is  £12.17. 
Astra  Pharmaceuticals.  Tel:  0923 
266191. 

Helisal  worldwide 

Cortecs  International  has  signed  a 
worldwide  distribution  agreement 
with  Boehringer  Mannheim  for  its 
serum  ELISA  Helicobacter  pylori 
antibody  laboratory  test.  The  test 
has  already  been  launched  in  the 
UK  by  Cortecs  as  Helisal  (Serum). 
Cortecs  International  Ltd.  Tel: 
081  568  7071. 
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w  TV  campaig 


TIONALTV  campaign  broke 
h  October.  A  massive  £4.5 
ion  total  support  package. 


UROFCN 


■  FOR  FAST,  EFFECTIVE 
RELIEF 


24  TABLETS 


Will  be  seen  by  at  least  21  million 
cold  and  flu  sufferers  in  the  first 
five  weeks. SO  STOCK  UP  NOW. 


■  ■  •  '  . 

Watch  it  shake  up 
the  market 


Improved  Great  Tasting  Formula 
Milk  Shake  Flavours 


Non-Drip  Bottle 


Milk  Shake  Flavours  Easy  Open  Tamper  Evident  Cap 

TV  Commercials  with  £1 .5  million  spend  Dosing  Cup 

All  this  activity  will  bring  in  new  users  and  expand  the  market* 

Great  Tasting  Phillips  Milk  of  Magnesia  -  Available  Now  .lndependen,R( 


formation:  Act.ve  lngred,ents:  Milk  of  Magnesia  l,qu.d  415mg  magnes.um  hydroxide  per  5ml  dose  M.Ik  of  Magnesia  tablets  300mg  M^"«'"mf|^^  '£  £ 

.  quid  coats  the  area  of  discomfort  to  give  soothing  relief  from  upset  stomach  and  indigestion.  Milk  of  Magnes.a  tablets:  Indigestion,  over  acidity,  latulence  and  m    hf art^ 
None  known  Dosage  Instructions:  M.lk  of  Magnesia  liquid  Adults  take  1-2  5ml  teaspoonfuls  or  full  dosing  cup  to  first  or  second  line.  Repeat  as  necessary  to  a.~r^^sM^24w 
Ch  dren  3  12  take  one  5ml  teaspoonful  (first  line  in  dosing  cup)  Repeat  as  necessary  to  a  max.mum  of  6  teaspoons  (30ml)  ,n  24  hours.  Under  3  (As  recommended  by  V™'*^-™*°^f^^ 
Adults   chew  or  suck  2   -1  tablets  repeat  as  necessary  Do  not  take  more  than  16  tablets  in  24  hours.  Children  (6-12)  -  chew  or  suck  1-2  tablets,  repeat  as  necessary.  Do  no,  g  ve  more  thar ,  8  table^r <» 
hours  Ch'dren  under  6  not  recommended.  Note  Milk  of  Magnesia  liquid  can  be  taken  with  milk  or  water  if  des.red.  DO  NOT  exceed  the  stated  dose.  Overdosage  may  cause  diarrhoea,  other  symptoms  a 

likely  it  the  kidneys  are  not  working  properly   .           .  ...  .  .         r,  .c  .,,„,  jc  7p  <;  (•?  45 

Retail  Prices:  Raspberry  and  Banana  liquid  100ml  C1.85.  200ml  C2.80.  Mint  liquid  100ml  £1.65.  200ml  £2.60.  Raspberry  and  Strawbeny tables  30: ^  ^  ^0  ^^  ^19^/0402 
Product  licence-  Raspberry  liquid  PL0071/5014  Banana  liquid  PL0071/0395.  Mint  liquid  PL0071/0309.  Strawbem/  tablets  PL0071/5015.  Mint  tablets  PL0071/0310.  Raspbern,  tablets  kluu/  i/uw. 
l^XWW^UK^tence  Holder:  Sterling  W.nfhrop  Group  Ltd.  One  Onslow  Street.  Guildford.  Surrey.  GU1  4YS.  Phillips  and  M.lk  of  Magnesia  are  registered  trademarks. 


Prograf  leads  to  liver  and 
kidney  transplant  hope 


Prograf  (tacrolimus)  is  a  new 
drug  for  primary  immunosup- 
pression in  liver  and  kidney 
transplant  recipients,  and  where 
kidney  and  liver  rejection  is 
resistant  to  conventional  imm- 
unosuppressive regimens. 

Prograf  is  a  macrolide  lactone 
which  appears  to  suppress  the 
formation  of  cytotoxic  lymph- 
ocytes responsible  for  graft 
rejection.  It  is  normally  admin- 
istered in  conjunction  with  other 
immunosuppressive  drugs,  with 
the  exception  of  cyclosporin  as 
the  half-life  of  the  latter  may  be 
increased,  exacerbating  toxic  side 
effects.  Manufacturer  Fujisawa 
hopes  the  use  of  Prograf  will 
allow  a  reduction  in  concomm- 
ittant  corticosteroid  use  and 
eliminate  the  need  for  azathio- 
prine. 

Dosage  should  be  adjusted 
according  to  individual  patient 
need,  although  it  is  recommended 
that  the  oral  dose  is  taken  in  two 
divided  doses  at  least  one  hour 
before  food.  Oral  administration 
should  begin  as  soon  as  practical 
(possibly  by  suspending  capsule 
contents  in  water  and  giving  by 
intranasal  gastric  tube). 
Side  effects  include  diarrhoea. 


insomnia,  diabetes  mellitus,  dep- 
ression, CNS  and  sensory  dis- 
orders, respiratory  and  skin  com- 
plaints, and  changes  in  haemat- 
ology.  Use  is  contra-indicated  in 
pregnancy  and  in  patients  hyper- 
sensitive to  macrolides. 

The  launch  is  being  supported 
by  a  mailing  to  pharmacists. 


It  is  available  as  lmg  (50-pack 
NHS  price  £89.44,  100-pack 
£178.88)  and  5mg  capsules 
(50-pack  £447.20)  and  concen- 
trate for  infusion  5mg/ml  (10 
pack  £676.66).  Product  licences 
13424/0001-0003.  Prograf  will  be 
distributed  by  Farillon  Pharma- 
ceuticals. Tel:  0708  379000. 


New  delivery 
dry  powder 
system  for 
Atrovent 

A  new  delivery  system  for 
Atrovent  (ipratropium  bromide) 
has  been  launched  by  Boeh- 
ringer  Ingelheim, 

The  Aerohaler  is  a  multi-dose 
dry  powder  device  which  carries 
six  Atrovent  Aerocaps  in  a 
rotating  chamber.  Each  Aerocap 
contains  40mcg  ipratropium 
bromide  which  is  released  for 
inhalation  when  the  device 
pierces  the  gelatin  capsule. 

One  Aerocap  is  equivalent  to 
two  puffs  of  Atrovent  metered 
dose  inhaler  or  one  puff  of 
Atrovent  Forte.  The  recomm- 
ended dose  is  one  Aerocap  three 
or  four  times  daily  although  this 
may  be  doubled  in  patients  who 
are  less  responsive.  Most  patients, 
therefore,  can  carry  their  total 
daily  dose  in  the  Aerohaler,  says 
Boehringer. 

The  basic  NHS  price  for  100 
Atrovent  Aerocaps  with  an 
Aerohaler  device  is  £14.53.  A  refill 
pack  of  100  capsules  is  also 
available  (£10.53). 

With  normal  use.  the 
Aerohaler  device  will  probably 
require  replacement  after  two 
years.  Boehringer  Ingelheim. 
Tel:  0344  424600. 


FAVOURITE 

WITH  A  FRESH 

NEW  LOOK 

For  over  half  a  centur) 
Bemax  has  become  a 
household  name,  known 
for  its  high  quality 
Wheatgerm,  a  natural 
source  of  vitamins  Bl, 
E,  Folic  Acid  and  Iron 
for  a  balanced  healtln 
diet. 

Bemax  has  now  been 
relaunched  with  a  new 
lightly  toasted  flavour 

-Rich  complements 
everyday  foods.  This 
makes  it  more  attractive 
to  every  member  of 
the  family  interested  m 
health  and  fitness. 


Available  from  JOHN  H.  HERON  LTD.  145  Boothferrv  Road.  Goole.  DN 1 4  6AX.  TEL  0 1 405  7642  / 1 


VITAMINS  &  VITALITY 
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Counterpoints 


Mosi-Guard 

display 

outer 

Mosi-Guard  International 
has  developed  a  new 
shelf-ready  display  outer 
tor  its  range  of  insect 
repellents. 

The  outer  is  180  x  240  x 
140mm  and  can  ies  12 
Mosi-Guard  Natural  pump 
sprays,  six  wax  sticks,  six 
roll-on  gels  and  the 
company's  give-away 
leaflet,  'Guide  to  Biting 
Insects  and  Bugs'. 

Robinson  Healthcare, 
which  distributes  the 
Mosi-Guard  Natural  range, 
is  pre-selling  the  new 
outer  for  trade  distribution 
in  the  new  year.  Robinson 
Healthcare.  Tel:  0246 
220022. 


Ross  in 
the  frame 

In  November,  Kodak  will 
be  using  TV  personality 
Jonathan  Ross  to  promote 
its  Fun  Flash  cameras  in  a 
special  'second  set  of 
prints  free'  offer. 

He  will  be  appearing  on 
new  promotional 
merchandisers.  The  offer 
will  run  until  the  end  of 
December,  while  stocks 
last. 

Consumers  redeem  their 
offer  (by  June  30,  1995)  via 
a  free  second  set  of  prints 
voucher,  provided  at  the 
point  of  purchase.  Kodak 
Ltd.  Tel:  0442  61122. 

Philishave 
teams  up 
with  Paco 

Philishave  hopes  to  boost 
Christmas  sales  in  a 
promotion  with  fragrance 
house,  Paco  Rabanne. 

Consumers  buying  any 
Philishave  appliance 
retailing  at  £95  or  over  can 
send  away  for  a  free  200ml 
bottle  of  Sport  de  Paco 
Rabanne  EDT  (worth  £36). 
Purchasers  of  any 
Philishave  retailing  at  £45 
or  over  will  receive  a  tree 
100ml  bottle  (worth  £24). 

The  promotion  runs 
November  5-December  3 
and  claims  for  products 
must  be  received  by 
December  16.  Philips  DAP 
Tel:  081  689  2166. 
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Low-cost 
slimming 


Galpharm  International  is 
aiming  to  step  up  the  pace 
in  the  weight-loss  meal 
replacement  market  with 
the  launch  of  an  inexpens- 
ive slimmer's  drink  mix. 

Kwik-Slim  is  vitamin 
and  mineral  enriched, 
comes  in  strawberry  and 
chocolate  flavours  and  has 
200  calories  per  serving.  It 
claims  to  have  all  the  taste 
and  quality  of  the  more 
expensive  brands  in  the 


sector,  yet  is  only  £4.99 
per  12-serving  pack. 

Galpharm  also  says  that 
the  formulation  complies 
with  the  latest  EC 
legislation  and  Health 
Food  Manufacturers 
Association  guidelines. 

The  company  is  backing 
the  Kwik-Slim  launch  with 
a  range  of  promotional 
offers  to  retailers. 
Galpharm  International. 
Tel:  0484  722242. 


Radio 
Durex  on 
safe  sex 

Durex  is  sponsoring  a 
programme  on  safe  sex  on 
Birmingham's  commercial 
radio  station  BRMB. 

Dr  Fox's  Safe  Sex 
Surgery'  will  last  an  hour 
and  is  due  to  he  broadcast 
at  9pm  on  October  28. 

The  content  will  be  a 
mix  of  music,  interviews 
with  pop  stars  on  the 
subject  of  sex,  and  advice 
and  discussion  on  key 
sexual  issues. 

The  show  will  also 
include  the  results  of  a 
survey  i  m  sate  sex 
undertaken  among 
Birmingham's  student 
population  and  will  give 
out  the  number  of  a 
special  helpline  for 
listeners  requiring  further 
information.  LRC 
Products  Ltd.  Tel:  081 
527  2377. 


No  niff 

garlic 

capsules 

Kordel  claims  to  have 
developed  a  garlic  capsule 
with  all  the  health  benefits 
associated  with  the  plant, 
but  none  of  the  odour  and 
taste  problems. 

The  company's  new 
Garlic  3000  capsules  have 
an  'enteric'  coating.  This 
ensures  that  they  release 
the  bulk  of  their  contents 
in  the  lower  intestine, 
ensuring  maximum 
absorption  and  minimum 
side-effects,  ie  vampire- 
repellent  breath! 

The  capsules  —  each  of 
which  is  equivalent  to 
300mg  of  fresh  garlic  — 
also  contain  lemon  grass 
oil  which  makes  them 
more  pleasant  to  take  and 
easier  to  swallow. 

They  come  in  bottles  of 
60,  rsp  £3.95.  Kordel.  Tel: 
0274  488511. 


Herbulax  gets  things 
moving 


Herbulax  is  a  new  licensed 
herbal  remedy  which 
tackles  constipation. 

Containing  frangula 
bark  and  dandelion  root  to 
stimulate  bowel  action,  it 
is  said  to  provide  effective 
overnight  relief  from 
occasional  constipation. 

The  dose  for  adults  and 
children  over  12  is. 
initially,  one  tablet  at 
night,  increasing  to  two  if 
necessary. 

It  is  suitable  for  use  in 
children  aged  five  to  12 


years  at  half  the  adult 
dose. 

Herbulax  will  be 
available  in  packs  of  36 
tablets  which  retail  at 
£3.29.  The  launch  will  be 
supported  with  a  £60.000 
national  advertising 
campaign.  POS  material, 
including  information 
leaflets,  will  be  available 
for  pharmacies. 

The  laxative  market  is 
now  worth  £53.2  million. 
I  imlish  Grains  Health- 
care. Tel:  0283  22 1  til  6. 


Aphrogen  gives  a 
vitamin  boost 


Self-Care  has  introduced  a 
new  vitamin  supplement 
course  —  Aphrogen. 

Users  begin  with  a 
one-month  course  of 
Aphrogen  Boost, 
comprising  two  one-a-day 
capsules.  The  first  contains 
vitamins  A,  C.  F.  K  and  the 
B  vitamins,  and  the  second 
contains  iron.  zinc, 
selenium,  chromium  and 


ginseng.  For  maintenance 
purposes  consumers  can 
take  a  single  one-a-day 
capsule.  Aphrogen  Shield. 

One  month's  supply  of 
Boost,  or  two  month's 
supplv  of  Shield  retails  at 
£15.95.  Point  of  sale 
material  will  be  available 
at  the  end  of  the  month. 
Self-Care  Products  Ltd. 
Tel:  0494  722741. 


Meggezones  enters  the  third  dimension  with  its  winter 
pharmacy  display  material.  This  includes  a  3-D  counter 
unit  and  a  hanging  display  for  use  in  the  window  or  behind 
the  counter.  Keeping  the  display  over  the  winter  allows 
pharmacists  extra  bonus  stock.  To  order  the  display  contact 
Schering-Plough  Consumer  Health.  Tel:  0707  363739 
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Presenting  Double  Agent  Eurax  He. 
Mission:  To  locate  and  eliminate  itching 
and  inflammation. 

Weapons:  Crotamiton  to  relieve  itching 
Hydrocortisone  to  reduce  inflammation 
Duration  of  Mission:  Up  to  10  hours. 
Status:  The  only  combination  steroidal 
product  available  OTC. 
Eurax  He.  Licence  to  Quell. 


SDlllU  HEALTHCARE  IS  PAIT  01  THt  CIBA  CROUP 


E  INGREDIENTS:  Eurax  He  contains  Crotamiton  BP  10%  and  Hydrocortisone  BP  0.25%  Indications:  Relief  ol  inflammation  and  pruritus  associated  with  irritant  contact  dermatitis,  allergic  contact  dermatitis  and  insect  bite  reactions  DOSAGE  AND 
(ISTRATION  Adults  and  children  over  10  years  Apply  sparingly  over  a  small  area  twice  a  day  lor  a  maximum  period  ol  I  week  Occlusive  dressings  should  not  be  used  Not  recommended  lor  children  under  10  years  Contra  Indications  Hypersensitivity 
j  component  of  the  formulation  Bacterial,  viral  or  fungal  infections  ol  the  skin  Acute  exudative  dermatoses  Application  to  ulcerated  areas  Use  on  the  eyes/face,  ano-genital  region,  broken  or  infected  skin  including  coid  sores,  acne  and  athletes  loot 
'fleets :  Occasionally  at  the  site  ol  application  signs  ol  irritation  such  as  a  burning  sensation,  itching,  contact  dermatitis/contact  allergy  may  occur  Use  in  pregnancy  and  lactation-  Use  in  pregnancy  or  lactation  should  only  be  at  the  doctor's  discretion 
LEGAL  CATEGORY  P  PRODUCT  LICENCE  NUMBER  0001/SOIOR  DISTRIBUTOR:  Zyma  Healthcare,  Holmwood.  RHS  4NU  DATE  Of  PREPARATION  ]une  1994  PRICE  12  49. 


Floss  earns 
its  stripes 


Smithkline  Beecham  is 
extending  its  Aquafresh 
toothpaste  range  with  the 
introduction  of  Aquafresh 
Floss. 

The  floss  mirrors  the 
paste's  image  with  red, 
white  and  blue  stripes  and 


contains  fluoride.  It  comes 
in  a  clear  container  (the 
first  in  this  sector)  and  is 
blister-packed  in  bright 
blue.  It  retails  at  £1.59. 
Smithkline  Beecham 
Consumer  Healthcare  UK. 
Tel:  081  560  5151. 


Cyclax  carries  on 


Following  its  acquisition 
by  International  Classic 
Brands,  Cyclax  is  now 
available  to  independents. 
The  new  owners  have 
signalled  their  intention  to 
re-establish  the  brand. 

The  full  Cyclax  Moistura 
range  comprises:  Skin 
Conditioning  Lotion 
(£2.85,  400ml),  Gentle 
Skin  Toner  (£2.99,  150ml), 


Moisturiser  (£3.99,  50ml). 
Deep  Cleansing  Cream 
(£3.75,  100ml),  Deep 
Cleansing  Lotion  (£2.99, 
200ml)  and  Super  Rich 
Moisturising  Lotion 
(£2.99,  £3.99  and  £5.25  for 
100ml,  150ml  and  200ml 
respectively).  International 
Classic  Brands  (formerly 
Worth  Fragrances).  Tel: 
081  579  6060. 


Lynx 
Systeme 
on  air 

F.lida  Gibbs'  Lynx  Systeme 
is  on  the  air  waves  in  a 
new  radio  campaign 
running  on  Virgin  1215. 

The  promotion  runs  for 
a  total  of  three  weeks  and 
coincides  with  a  national 
door  drop  which  targets  2 
million  households. 

The  company  is  also 
backing  the  new  men's 
range  with  a  major  TV 
campaign  which  will  air  in 
the  run  up  to  Christmas. 

The  30  second 
commercial,  called  'Life  is 
Tough',  shows  the 
different  types  of  abuse  a 
man's  face  suffers 
(including  a  lover's  slap) 
and  how  Lynx  Systeme  can 
benefit  the  skin.  Elida 
Gibbs  Ltd.  Tel:  071  486 
1200. 

Neutralia 
opts  for  2 
in  1s 

Laboratoires  Garnier's 
Neutralia  Dermo- 
Protection  range  has  been 
extended  with  the  addition 
of  three  new  2  in  1 
products:  Neutralia 
Shampoo  Frequent  Use  & 
Conditioner  (£1.99, 
250ml),  Neutralia  Soap 
Free  Shower  Gel  & 
Moisturiser  (£1.99,  200ml) 
and  Neutralia  Moisturising 
Foam  Bath  +  Body  Oil 
(£2.99,  500ml). 

The  products  are  based 
on  the  line's  specialised 
formulae  which  claims  to 
be  suitable  for  all  skins, 
even  sensitive.  Neutralia 
products  are  all  pH 
neutral,  hypo-allergenic, 
colorant-free  and  include 
hard  water  softeners. 
L'Oreal  Ltd.  Tel:  071  937 
5454. 


Growing  your  nails 
with  Grafton 


Grafton  International  is 
introducing  new 
merchandisers  for  its  nail 
care  range.  Develop  10. 

The  units  will  hold  three 
boxes  of  Nourishment 
Creme  (rsp£7.50)  and  six 
boxes  of  Program  for 
Strong  Nails  (rsp  £7.95) 
and  are  available  free  of 
charge. 

The  Develop  10  range 
also  includes:  Fast  Drv  and 


Finish  (rsp  £3.95),  All  Dry 
(rsp  £4.50)  and  48  Colour 
Polishes  (rsp  £3.95). 
•  Grafton  is  also  offering  a 
special  trade  price  of 
£35.42  (regular  price 
£39.361  when  pharmacists 
purchase  three  boxes  of 
Nourishment  Creme  and 
six  of  Program  for  Strong 
Nails.  Grafton 
International.  Tel:  0543 
480100. 


More  Migraleve 

Migraleve  sales  through 
pharmacies  increase  by 
more  than  50  per  cent  if 
stock  is  displayed  in  the 
forward  sales  area, 
according  to  independent 
research  conducted  for 
Charwell  Health  Care  by 
Selfmedication.  a  division 
of  the  Nielsen  group. 
Charwell  Health  Care.  Tel: 
0420  84801. 

Festive  Ame 

Orchid  Drinks  has 
introduced  Ame  Rose  to  its 
range  of  natural 
alternatives  to  wine  —  just 
in  time  for  Christmas.  It  is 
a  blend  of  raspberry, 
passionfruit  and  blackberry, 
which  is  combined  with 
jasmine,  limeflower, 
ginseng  and  schizandra. 
The  20cl  bottles  retail  at 
£0.85  and  the  75cl  bottles 
at  £1.95.  A  gift  pack  is  also 
available  for  the  festive 
season,  combining  the  Rose 
with  a  bottle  each  of  Ame 
White  and  Ame  Red  for 
£5.85.  Orchid  Drinks  Ltd. 
Tel:  0429  863534. 

Top  model 

Supermodel  Helena 
Christensen  has  been 
signed  by  Procter  & 
Gamble  Cosmetics  & 
Fragrances  as  its  newest 
Cover  Girl  model.  She  will 
appear  in  adverts  from  early 
next  year.  By  becoming  a 
Cover  Girl  model,  she  joins 


the  ranks  of  other  models 
Niki  Taylor.  Rachel  Hunter 
and  Christie  Brinkley. 
Procter  &  Gamble 
(Cosmetics  &  Fragrances) 
Ltd.  Tel:  0202  524141. 

Golden  extras 

Promotional  packs  of 
Kodak  Gold  film,  with  12 
shots  free  on  a  single  roll  of 
Gold  200,  will  be  available 
from  early  November.  The 
offer  will  run  until  the  end 
of  December  and  is 
supplied  in  merchandisers 
of  24  with  POS  material 
available.  Chemist  Brokers 
Ltd.  Tel:  0705  219900. 

Hairy  offers 

In  November.  Unichem  is 
running  a  special 
promotion  on  branded  hair 
care  products.  Discounts 
include  price  promotions 
on  Bristol  Myers'  Loving 
Care  and  Lasting  Colour. 
Revlon's  Flex  Ulimate 
Mousse  and  Schwarzkopfs 
range  of  Supersoft 
hairsprays.  Unichem  pic. 
Tel:  081  391  2323. 

Duracell  listens 

Duracell  has  reprinted  its 
advice  booklet,  'You  and 
Your  Hearing  Aid'  to 
coincide  with  National  Deaf 
Awareness  Week  (October 
24-301.  Copies  are  available 
by  writing  to:  You  &  Your 
Hearing  Aid.  Hearing 
Concern.  7/11  Armstrong 
Road.  London  \V3  7JL. 
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Meltus  sales  are  set  to  rocket  agai 


Last  year,  Meltus  sales 
grew  at  four  times  the 
market  rate'  -  thanks  to  your 
recommendation  and 
Seton's  first-time  use  of  TV 
and  women's  press. 

This  year  we'll  be 
spending  three  times  as 
much  on  TV  and  continuing 
women's  press  advertising  - 
and  without  compromising 
your  existing  margins. 

So,  with  your  valued  help, 
we  can  all  look  forward  to 
another  highly  successful 
season  for  Meltus. 


melts  away  the  misery 
of  coughs  fast 


On  TV  Next  Week 


A  new  star  on  the 
Sanatogen  scene 


Sanato^en  has  extended  its 
one-a-day  range  of 
supplements  with  the 
launch  of  Cod  Liver  Oil 
with  Starflower  Oil  this 
month. 

Each  capsule  contains 
23  per  cent  gamma 
linolenic  acid  (GLA),  more 
than  double  the 
concentration  tound  in 
evening  primrose  oil,  says 
Sanatogen;  SOOmcg 
vitamin  A;  and  5mcg 
vitamin  I). 

Group  product  manager 
at  Roche  Consumer 
Health,  Peter  Durose,  says 
this  formulation  is 


available  in  a  smaller, 
more  convenient,  capsule 
than  other  cod  liver  oil 
and  evening  primrose  oil 
combinations.  And  it  is 
said  to  be  economical  in 
offering  "two  formulations 
for  the  price  of  one"  as  it 
retails  at  £4.49  for  50 
capsules. 

The  one-a-day  product 
will  be  supported  with  a 
comprehensive  public 
relations  programme  to 
educate  consumers  of  the 
benefits  of  cod  liver  oil  and 
starflower  oil.  Roche 
Consumer  Health.  Tel: 
0707  366000. 


Sanatogen 


ONE-A-DAY 


OIL 
EEEE3 


C  '^J 


Culmak  shaves  prices 


The  redesigned  Culmak 
shaving  brush  and  soap 
range  is  being  supported 
with  price  promotions 
through  major  wholesalers 
for  the  Christmas  period. 

As  well  as  the  brushes 
themselves,  Culmak  has 
given  its  packaging  a  new 
look,  including 
'parchment' -style  livery  for 
the  cartons. 

These  have  also  been 
designed  to  be  easy  to 


wrap  following  the 
company's  market 
research  findings  that  half 
the  shaving  brushes  sold 
are  bought  as  gifts. 

The  Culmak  range 
retails  from  X2.75  to  £7.49. 

The  pre-Christmas 
promotional  trade  prices 
will  be  available  through 
November  from  Unichem, 
AAH  and  Barclay.  The 
Maws  Group.  Tel:  0438 
355500. 


CTV  Grampian 
B  Border 

BSkyB  British  Sky 
Broadcasting 
C  Central 


C4  Channel  4 
I'  t'lster 
G  Granada 
A  Anglia 
CAR  Carlton 


CTY  Channel  Islands  CMTY  Breakfast 
LWT  London  Weekend  Television 


STY  Scotland  (central* 
V  Yorkshire 

HIT  Wales  &  West 

M  Meridian 
TT  Tyne  Tees 
W  WestcountA' 


.\nauin  All  .Mttni. 

r  V  TT 

Crest  Complete: 

All  arpac 
nil  ..<... 

Dove: 

All  areas 

Gliss  Corimist: 

C4,  C.MTA 

Johnsons  Baby  Skincare  Wipes: 

All  areas  except  B.  G.  Y  &  LWT 

Kids  u&J): 

CTY.  U.  STY'.  A  HTV.  W.  M,  C4 

Lockets: 

.All  areas  except  LWT  &  GMT\ 

Nurofen  Cold  &  Flu: 

All  area 

Pepcid  AC: 

All  areas 

Rennie: 

C4,  CMTY.  BSkyB 

Seven  Seas  Cod  Liver  Oil: 

LWT.  CAR.  C4.  CMTY 

Seven  Seas  Cod  Liver  Oil  Plus 

LWT.  CAR.  C4.  C.MTA 

Shield  Shower  Gel: 

All  areas 

VYrigley's  Extra: 

All  areas 

Wrigley's  Orbit: 

All  areas 

Zovirax  cold  sore  cream: 

_-VI  1  areas  except  C.MTA 

NEW  RED  WINE  CAPSULES 
COULD  HELP  MAINTAIN 


Though  eatii 


hough  eating  as  much  dairy 
fats  as  we  do,  the  French  have 
the  healthiest  hearts  in  the 
Western  world! 

Research  suggests  this  may  be  ■ 
due,  at  least  in  part,  to  regular 
consumption  of  red  wine. 


■9 

is  particular 
o\s  which  may 


Red  wine  contains 
antioxidant  phenols  which  may 
help  maintain  blood  fluidity  and, 
by  protecting  cholesterol  from 
oxidation,  help  keep  blood 
vessel  walls  healthy. 
However  excessive  alcohol 
consumption  actually  harms 
the  heart. 

French  Paradox,  is  a  new, 
natural  product  made  from 
red  wine  pressings 
■  "    and  has  encapsulated  the 
active  antioxidants 
but  without  the 
disadvantages  of  alcohol. 
Capitalise  on  the  unique 
benefits  of  French 
Paradox  and  call  for 
more  information. 

Arkopharma 

Arkopharma  (UK)  Ltd.  6  Ftedli'nds  Centre, 
Redlands.  Coulsdon,  Surrey  CR5  2HT.  Tel:  081  763  1414.  Fax:  081  763  2124. 


fRENCH  jPg 


If  that's  what  you 
<J^eally  want... 


Whatever  your  needs  in 
formulations,  whatever  the 
dosage  form  required, 
Martindale  'specials'  offer 
the  flexibility  of  order 
quantities  and  supply  you 
have  been  looking  for. 


MARTINDALE 

P  h  a  r  m  u  c  «  u  I  I  *  u  I  * 

Customer 
Services 
Department 
0708  384733 


Now,  that's  what  youJ^eatty  want 


656 


Chemist  &  Druggist  22  OCTOBER  1994 


GOING 

FROM  STRENG 
fO  STRENGTH. 


nee  the  Robitussin*  range 
as  relaunched  last  year,  it  has 
come  one  of  the  fastest 
owing  cough  medicines  in  the 
K.  During  the  winter  season, 
erling  market  share  increased 
/  32%'  and  year  on  year  sales 
ere  up  by  38%2. 

rowth  hasn't  stopped  there 
her.  To  date,  sales  are  up  52 %2 
1993  -  almost  three  times  the 
e  of  the  market. 

ensure  this  trend  continues, 
e  are  supporting  Robitussin 
ain  this  season  with 
'avyweight  advertising  and  a 
'ong  point  of  sale  package. 

ik  your  Whitehall  pharmacy 
presentative  for  further  details. 


Robitussin 


25> 


Loosens 
chesty  coughs 


NO  D 


»  0  y,  s 


FULL 
STRENGTH 


10  7^ 

Guaiphenesin  Ph  Eur 
Pseudoephedrine  Dextromethorphan 
Hydrochloride  BP.      Hydrobromide  Ph  Eur. 


s  s 


®7T 


FULL 
STRENGTH 


Guaiphenesin  Ph  Eur. 


ULL  STRENGTH.  NON  DROWSY. 


TUSS1N*  FOR  CHESTY  COUGHS  WITH  CONGESTION  Indications.  For 

of  chesty  coughs  coupled  with  nasal  congestion  Recommended 
ge:  Using  the  measuring  cup  provided,  the  following  doses  are  given  3 
'a  day  Adults  10ml  Children  6-12  years  5ml  Children  2-6  years  2  5ml 

2  years,  not  recommended  Contraindications:  Hypersensitivity  to  the 

ingredients.  Use  in  patients  with  acute  Ischaemic  Heart  Disease, 
toxicosis,  Glaucoma,  or  Urinary  Retention  Patients  currently  receiving,  or 
'have  within  two  weeks  received  Monoamine  Oxidase  inhibitors  or 

ic  Antidepressants  Patients  receiving  other  sympathomimetic  drugs. 
Actions:  May  act  as  a  cerebral  stimulant  in  children  and  occasionally  in 

Should  be  used  with  caution  in  patients  receiving  Digitalis,  Adrenergic 
prs  or  Antihypertensive  agents  or  non-steroidal  anti-inflammatory  drugs 
n  pregnancy  and  lactation:  This  product  should  not  be  used  during 
ancy  unless  considered  essential  by  a  physician  Legal  status:  P 

£2  26  Product  Licence  Number  PL0165/0098 


ROBITUSSIN*  FOR  DRY  COUGHS  Indications:  For  relief  of  dry,  irritant 
coughs  Recommended  Dosage:  Using  the  measuring  cup  provided,  the 
following  doses  are  given  3  to  4  times  a  day  Adults  10ml  Children  6-12  years 
5ml  Under  6  years,  not  recommended  Contraindications:  Known 
hypersensitivity  to  the  active  constituent  Other  undesirable  effects: 
Dextromethorphan  hydrobromide  occasionally  causes  dizziness  and 
gastrointestinal  upset  Use  in  pregnancy  and  lactation:  Although 
dextromethorphan  has  been  in  widespread  use  for  many  years  without 
apparent  ill-consequence,  there  are  no  specific  data  on  its  use  during 
pregnancy  Caution  should  therefore  be  exercised  by  balancing  the  potential 
benefit  of  treatment  against  any  possible  hazards  It  is  not  known  whether 
dextromethorphan  or  its  metabolites  are  excreted  m  human  milk  Other 
special  warnings  and  precautions:  Use  with  caution  in  patients  with 
hepatic  dysfunction  Legal  status:  P  Price:  £2  26  Product  Licence  Number 
PL01 65/01 00 


ROBITUSSIN '  FOR  CHESTY  COUGHS  Indications:  Provides  symptomatic 
relief  of  chesty  coughs  Recommended  dosage:  Using  the  measuring  cup 
provided,  the  following  doses  jre  given  4  times  a  day  Adults  10ml  Children 
6-12  years  5ml.  Children  1-6  years  2  5ml  Under  1  year,  not  recommended 
Contraindications.  Evidence  of  safety  of  guaiphenesin  products  in  pregnancy 
and  lactation  is  at  present  incomplete  However,  wide  usage  for  many  years 
has  shown  no  apparent  ill  consequence  Legal  status:  GSL  Price:  £2  26 
Product  Licence  Number:  PLO165/0097 

1  Nielsen  S/0  1993  v  J/F  1994 

2  Ex  factory  sales 


WHITEHALL 


:her  information  is  available  on  request.  Whitehall  Laboratories  Limited,  Taplow,  Maidenhead,  Berkshire,  SL6  0PH.  Telephone:  0628  669011.    *Trade  Mark 


Dr  Roberts:  an 
apology  of  sorts 

A  recent  letter  of  mine  to 
Chemist  &  Druggist  (September 
17,  p380)  has  caused  a  certain 
controversy,  but  it  has  also 
served  to  air  a  series  of  events 
which  have  aggravated  the 
delicate  balance  between  the 
medical  and  pharmaceutical 
professions. 

The  events  in  question  are  the 
unilateral  abandonment  by 
PSNC  of  the  compensation 
agreement  between  dispensing 
doctors  and  chemists;  the 
exploitation  of  the  loophole  in 
the  Clothier  Regulations  actively 
incited  by  PSNC  and,  finally,  an 
article  by  Dr  Hopkin  Maddock  in 
the  Pharmaceutical  Journal  of 
April  9. 

None  of  these  pharmacy 
initiatives  were  ever  designed  to 
help  that  delicate  relationship 
and,  indeed,  could  well  be  said 
to  have  been  intended  to  worsen 
it.  Speaking  personally.  I  would 
hope  that  both  professions  will 
reflect  seriously  upon  this 
because  damage  has  inevitably 
been  done  to  that  relationship. 

Since  the  'loophole'  puts  the 
whole  of  dispensing  general 
practice  at  risk  through  the 
inability  of  practices  to  exercise 
the  natural  justice  of  being  able 
to  defend  themselves,  it  is 
hardly  surprising  that  there  was 
a  strong  reaction  from 
dispensing  doctors,  if  not  from 
the  General  Medical  Services 
Committee. 

In  my  earlier  letter,  I  drew 
attention  to  the  undoubted  fact 
that  I  am  a  member  of  the 
British  Medical  Association 
Council,  as  1  am,  indeed,  of  the 
Dispensing  Doctors'  Association, 
but  some  readers  apparently 
misinterpreted  that  to  mean 
that  I  was  speaking  for  Council. 
As  there  had,  at  that  time,  been 
no  discussion  on  the  matter  that 
could  plainly  not  be  so.  I  have 
been  asked  by  the  Council  to 
emphasise  that  my  letter  did  not 
speak  for  Council.  I  apologise 
unreservedly  for  that 
unintentional  mis-impression. 

Dr  David  Roberts 

Dispensing  Doctors'  Association 


DDA  patron  gets 
her  aggravation  in 
first 

I  must  assume  that  the  matter 
the  National  Pharmaceutical 
Association  director,  Tim  Astill. 
wishes  me  to  take  up  ( C&l > 
October  8,  p570)  is  the  tone  of 
the  letter  written  by  Dr  David 
Roberts,  chairman  of  the 
Dispensing  Doctors'  Association 
(Letters  September  17,  p454), 
and  that,  in  my  role  as  Patron  of 
the  Association,  I  will  be 
expected  to  issue  a  reprimand. 
It  is  well  known  that  Dr 
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Roberts  is  a  forthright  man.  and 
that  on  occasions  his  manner 
can  be  described  as  abrasive.  1 
know  that  he  chooses  his  words 
carefully.  That  your  readers  did 
not  read  them  so  carefully  is 
unfortunate. 

1  understand  that  when  the 
lacuna  in  the  Clothier 
Regulations  was  discovered 
earlier  this  year,  faxes  were  sent 
to  all  local  pharmaceutical 
committees  advising  members 
to  make  the  most  of  the 
loophole  before  it  was  closed. 

Dr  Roberts  has  tried  to  get 
the  matter  dealt  with  tactfully, 
to  no  avail.  He  has  had  two  or 
three  puzzled  dispensing 
doctors  contacting  him  each 
week,  asking  for  advice.  He  and 
1  have  both  written  to  the 
Department  of  Health  several 
months  ago  and  have  not  to 
date  had  a  reply.  I  am  not 
surprised  Dr  Roberts'  patience  is 
exhausted. 

I  would  not  have  thought  that 
members  of  a  self-professed 
honourable  profession  would 
have  exploited  what  is  clearly  an 
error  in  the  drafting  of  the 
regulations  in  the  manner  in 
which  they  have. 

It  is  beyond  dispute  that  the 
Clothier  Regulations  do  not 
provide  a  satisfactory  solution  to 
the  territorial  distribution  of 
pharmacists  and  dispensing 
doctors.  I  have  been  trying  for 
ten  years  to  persuade  the 
Government  to  amend  them 
and  have  been  told  that,  until 
the  two  professions  can  come 
together  to  the  Government 
with  mutually  agreed  proposals, 
no  changes  will  be  made. 

Mr  Astill  knows  that  I  have 
tried,  for  I  have  met  him  on 
several  occasions.  Is  it  not  time 
that  hostilities  are  abandoned 
and  that  a  determined  effort  is 


made  to  settle  the  problem  once 
and  for  all  in  the  interests  of 
those  both  groups  profess  to 
serve  —  the  patients? 


Countess  of  Mar 

House  of  Lords 

Editor:  LPCs  did  receive  a  letter 
about  the  "loophole'  from  the 
Pharmaceutical  Services 
Negotiating  Committee,  but 
only  after  news  of  limited  action 
on  Humberside  was  broken  bv 
C&D  September  30,  p380. 

SPA  director  Tim  Astill  says: 
"My  letter  to  the  Countess  of 
Mar  had  obviously  not  arrived 
when  she  wrote.  I  have  not 
asked  her  to  'reprimand'  Dr 
Roberts,  merely  to  consider 
using  her  influence  as  patron  of 
the  DDA  to  persuade  him  to 
mollify  his  language.  Rudeness 
and  gratuitous  insults  do 
nothing  to  further  his  cause, 
neither  does  creating 
embarrassments  for  his  fellow 
BMA  council  members." 


More  focus  on 
FOCUS:  a  call  to 
arms 

Before  the  debate  gets  under 
way  about  the  need  for  a  trading 
federation  for  independent 
contractor  pharmacists  and 
their  independent  counterparts 
in  wholesaling.  1  would  like  to 
clarify'  a  few  points. 

FOCUS  (my  acronym  for  a 
Federation  Of  independent 
Chemists  and  sUpplierS)  may 
not  be  the  name  of  the  final 
vehicle  that  emerges  from  the 
process  of  discussion  and 
consolidation  that  I  intend  to 
instigate  between  those  who  can 


see  the  sense  of  becoming 
committed  parties  within  the 
independent  sector. 

The  attack  is  not  a  personal 
one  against  any  single  multiple, 
but  against  the  lack  of  a  level 
playing  field  for  independent 
retailers.  We  have  expected  our 
political  authorities  to  do  the 
impossible  over  the  years,  which 
is  to  represent  equally  the 
independents'  and  the  multiples' 
view  of  the  world,  once  we  had 
allowed  the  profession  to  drift 
away  from  the  personal 
authority  of  the  pharmacists  as 
a  professional  in  private 
practice. 

I  am  trying  to  separate  the 
political  and  ethical  debate  from 
the  practical  issues  of  survival, 
about  which  pharmacists  can  do 
something  for  themselves.  The 
most  crucial  attack  to  be  made 
is  on  the  barriers  which  keep 
the  independent  sector  as  a 
whole  less  economically  efficient 
than  the  vertically  integrated 
multiple  sector.  FOCUS  is  an 
attempt  to  gather  together  the 
60  per  cent  of  contracts  which 
remain  independent  to  preserve 
independence  for  pharmacists 
entering  community  pharmacy 
and  to  reduce  the  effects  of 
attrition. 

I  am  well  aware  of  the 
difficulties  and  the  financial 
conditions  which  favour  the 
multiples.  There  is  no  point  in 
equalling  the  NHS  discount 
level  achieved  by  the  multiples  if 
it  will  be  clawed  back  to  the 
detriment  of  everyone  in 
pharmacy.  Over  £220  million  of 
discount  goes  straight  out  of 
pharmacy  each  year  without 
benefit  to  the  pharmaceutical 
service.  However,  there  is  a 
point  in  getting  organised  to 

Continued  on  ptitifl 


(Left  to  right,  rear  row)  Hestor  Parsons,  director  of  primary  care.  Staffordshire  FHSA:  Richard  Dean,  managing 
director  of  Burton-on-Trent  pharmacies  Dean  &  Smedley:  Gill  Bullock.  Dean  &  Smedley's  training  and 
development  manager:  Ailsa  Benson.  National  Pharmaceutical  Association's  head  of  training:  and  John  Edwards, 
general  sales  manager.  Crookes  Healthcare,  were  on  hand  to  present  30  North  Staffordshire  pharmacy  assistants 
with  their  certificates  for  completing  the  NPA's  medicine  counter  assistants  programme.  The  aim  of  the 
programme  is  to  train  pharmacy  assistants  to  a  recognised  level  in  core  therapy  levels.  By  the  end  of  1995.  some 
6.000  assistants  nationwide  should  have  completed  the  NPA  course 
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make  discounts  more  even  and 
less  prejudicial. 

There  is  also  sense  in 
challenging  the  inefficiencies  of, 
say,  3,000  independents 
financing  II  billion  of  trade 
(NHS  and  OTC)  in  3,000 
different  ways.  In  1964.  when 
Peter  Drucker  looked  at  what 
'the  consumer  dollar'  bought  in 
the  USA,  10  per  cent  went  on 
profits  to  retail,  wholesale  and 
industry,  10  per  cent  on 
administration,  17  per  cent  on 
moving  goods  about,  and  19  per 
cent  just  on  the  cost  of 
borrowed  money.  The  numbers 
may  be  different  in  1994  for  the 
costs  behind  pharmaceutical 
products,  but  savings  could  be 
made  and  retained  in  the 
independent  sector. 

Finally,  I  would  like  to  point 
out  that  federal  principles  and 
the  commitment  they  demand 
from  the  parties  involved  are  far 
greater  and  more  binding  than 
people  realise  in  order  to  induce 
discipline.  FOCUS  is  not  about 
loose  confederal  ism  and 
cherry-picking.  The  overall 
benefit  returned  from  FOCUS 
must  be  worth  the  commitment 
needed  to  adopt  and  sustain  new 
trading  practices. 

Any  independent  contractor, 
first  line  and  specialist 
wholesaler,  manufacturer  or 
bank  interested  in  becoming  a 


FOCUS  trading  partner  or  who 
can  contribute  meaningfully  to 
the  integrity  of  its  founding 
principles  and  organisation 
should  write  to  me  at  99 
Manthorpe  Road.  C.rantham 
NC31  8DF. 


Noel  Baumber 

Grantham 

Discounting 
encouraged  by 
DoH  undermines 
resale  prices 

I  read  with  interest  the  case  for 
RPM  made  by  Xrayser  in  C&D 
October  8.  1  should  like  to 
emphasise  that  RPM  is  an 
abbreviation  for  resale  price 
maintenance  rather  that  retail 
price  maintenance. 

The  majority  of  retail 
pharmacists  would  support 
retail  price  maintenance,  but 
only  a  minority  support  resale 
price  maintenance.  The  constant 
searching  for  generic  drugs  at 
lower  than  Drug  Tariff  price  and 
discounts  on  other  prescription 
medicines  are  areas  of  concern. 
Pharmacists  must  be  aware  that 
their  efforts  to  retain  retail  price 
maintenance  could  be  seriously 
undermined  by  the  consistent 
efforts  to  obtain  ever  greater 
discounts  from  their  wholesalers 


Anger  as 
pharmacy 
ignored 

A  new  Primary  Care  Support 
Force  for  London  has  no  phar- 
macy representation  on  its  com- 
mittee, incurring  the  anger  of  the 
Thames  Group  —  the  London 
local  pharmaceutical  committees 
and  Pharmaceutical  Services  Neg- 
otiating Committee  represent- 
atives' umbrella  organisation. 

Th«  PCSF,  the  brainchild  of 
the  London  Implementation 
Group,  aims  to  push  ahead  the 
development  of  primary  and 
community  healthcare  in  the 
capital  by  offering  practical 
advice  to  'grassroots'  healthcare 
professionals. 

The  Force's  committee  con- 
sists of  two  CPs,  a  nursing 
adviser,  a  primary  care  practice 
manager,  a  member  of  an  FHSA 
management  team  and  a  member 
of  one  of  London's  local 
authorities.  Although  the  Com- 
mittee will  call  on  other  experts 
for  specific  advice,  again  there  is 
no  pharmacy  representation. 

Hemant  Patel,  founder  of  the 
Thames  Croup,  believes  the 
PCSF  is  indicative  of  the  way 
pharmacy  is  viewed  as  an 
extension  of  primary  care,  but  is 
not  perceived  as  being  a  core 
element  of  community  services. 
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and  other  suppliers. 

In  defence  of  RPM,  the 
argument  presented  is  that  if 
other  outlets  were  to  sell  the 
market  leaders  at  discounted 
prices  it  would  result  in  a 
smaller  range  of  medications 
being  available.  This  would 
adversely  affect  patient  choice 
and  lead  to  a  lowering  of  service 
levels,  particularly  in  areas  of 
low  population  density. 

The  argument  applies  equally 
to  the  wholesaler  and  the 
generic  sectors.  Nevertheless, 
some  pharmacists  continue  to 
support  short  line  wholesalers 
and  short  range  generic 
suppliers  because  of  additional 
discounts.  These  factors  will  be 
considered  by  the  Office  of  Fair 
Trading  in  its  current  invest- 
igation of  the  merits-demerits  of 
the  continuance  of  RPM  on 
books  and  medicines. 

The  situation  is,  of  course, 
quietly  encouraged  by  the 
Government  as  a  means  of 
reducing  NHS  drugs  costs,  but 
the  Department  of  Health,  as 
well  as  retail  pharmacists, 
should  be  aware  of  the 
long-term  damage  that  this 
erosion  of  RPM  will  cause.  The 
Department's  insistence  on  the 
cost-plus  contract  being  applied 
to  the  reimbursement  of  drug 
costs  but  not  to  the 
ever-escalating  other  costs  of 
providing  the  pharmaceutical 
service  is  grossly  unfair.  The 


News  Extra 


Pharmacist's  social  services 
insurance  shock 


Cheshire  pharmacist  Peter 
Young  took  the  National  Phar- 
maceutical Association's  advice 
and  tried  to  liaise  with  his  Social 
Services,  only  to  find  it  would 
cost  him  a  four-figure  sum. 

Mr  Young,  of  Dodd's  Chemist 
in  Weaverham,  agreed  to  set  up 
and  operate  an  'aids  tor  the 
disabled'  shop  for  Cheshire  Social 
Services  within  one  of  the 
county's  largest  nursing  homes 
as  a  six-month  pilot  scheme. 

Mr  Young  arranged  for  one  of 
his  dispensing  technicians  to 
attend  an  AAH  course  on 
disability  aids  and  employed  a 
part-time  occupational  therapist. 
The  products  were  to  be  sold  on  a 
commercial  basis  with  Mr  Young 
receiving  a  £10  payment  for  every 
hour  the  shop  opened. 


However,  one  week  before  the 
pilot  was  due  to  begin.  Mr  Young 
received  a  letter  from  the  Social 
Services'  solicitor,  informing  him 
that  he  would  have  to  obtain 
further  insurance.  "Just  two  of 
the  indemnity  clauses  would  have 
cost  a  four-figure  sum  each,"  says 
Mr  Young.  The  NPA  could  not 
provide  insurance  for  some  of  the 
clauses  and.  as  a  result,  the 
scheme  folded  before  it  began. 

"It's  left  the  feeling  that  I  have 
let  down  pharmacists  in  Chesh- 
ire. I  was  put  under  the 
impression  [by  Social  Services] 
that  because  I  would  not  spend 
the  money,  I  must  be  a  money- 
grabber."  says  Mr  Young. 

The  shop  is  now  operating  two 
days  each  week,  but  without  Mr 
Young's  input. 


YPG/BPSA  ski  trips 


The  Young  Pharmacists'  Group 
and  the  British  Pharmaceutical 
Students  Association  are  both  org- 
anising ski  trips  for  January  1995. 

The  YPG  trip  is  a  sun  and  ski 
holiday  with  one-week  and  two- 
week  options.  The  first  week 
(starting  January  7)  will  be  spent 
skiing  at  Lake  Tahoe,  Nevada, 
USA.  The  second  week  will  be  at 


Beach  Front.  Florida.  The  cost  is 
£735  (members)  or  £760  (non- 
members)  for  one  week  and  £935 
or  £960  for  two.  Details  from  Garv 
Brown,  tel:  021  356  1028. 

The  BPSA  ski  week  is  in 
Kitzhuhel.  Austria,  departing 
January  7.  The  all-inclusive  price 
is  £420.  Details  from  Stephen 
Doyle,  tel:  0506  654375. 


rigorous  application  of  the 
discount  deduction  scale  and 
the  paucity  of  payments  for  NHS 
dispensing  are  the  basic  reasons 
for  this  worrying  situation 
having  developed. 


Alan  Smith 

Waterperry.  Oxon 

The  case  for  RPM 
strong  as  ever 

1  refer  to  Xrayser  ( C&D  October 
8,  p571)  and  his  thoughts  under 
the  above  heading. 

Everything  he  says  the 
Proprietary  Articles  Trade 
Association  endorses,  in 
particular  his  last  sentence  on 
the  subject  —  "Pharmacy  has  a 
strong  public  case  for 
continuing  with  RPM  and  in  any 
inquiry'  conducted  by  the  Office 
of  Fair  Trading  that  evidence 
must  be  as  strongly  presented 
now  as  it  ever  was  at  the 
original  hearing  of  the 
Restrictive  Practices  Court." 

Be  assured,  the  PATAwill.  if 
and  when  called  to  do  so. 
present  evidence  for  the 
continuation  of  RPM  just  as 
stronglv  again  as  we  did  in 
1970. 


Gerry  Harraway 

Director.  FATA 


Thin  times 
ahead  for 
slimming  ads 

New  rules  curbing  the  television 
advertising  of  slimming  products 
may  be  introduced  next  January. 

The  Independent  Television 
Commission,  responding  to  pub- 
lic concern  about  eating  disord- 
ers and  the  promotion  of  slim- 
ming, has  drafted  amendments  to 
the  Code  of  Advertising  Stand- 
ards and  Practice  on  slimming 
advertising  for  consultation. 

The  main  focus  is  on  children, 
with  proposed  restrictions  on 
slimming  goods  being  advertised 
"in  or  immediately  adjacent  to 
children's  programmes". 

The  draft  Code  says  advert- 
isements must  not: 

•  encourage  or  condone  excess- 
ive consumption  of  food 

•  disparage  good  nutritional 
practice 

•  encourage  children  to  eat 
frequently  during  the  day,  and 
must  encourage  children  to 
consider  dental  hygiene 

•  suggest  that  slimming  pro- 
ducts may  be  substituted  for 
balanced  meals 

•  make  claims  for  properties 
such  as  'goodness'  which  imply 
that  a  product  or  ingredient  has  a 
greater  nutritional  or  health 
benefit  than  is  actually  the  case. 
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Healthy  Options 


At  a  time  when  the  Royal  Pharmaceutical  Society  is  emphasising  the  need  for 
Pharmacists  to  ensure  their  confectionery  range  promotes  the  welfare  of  their 
patients,  Wrigley's  Extra  and  Orbit  sugar-free  gum  are  the  healthy  options. 

Healthy  for  your  patients: 

•  Stimulating  the  mouths  natural  defence,  saliva,  which  fights  the  plaque  acid 
that  causes  cavities  and  builds  stronger  teeth. 

#  Acknowledged  by  9  out  of  10  UK  dentists  and  recommended  by  most. 

m  Wrigley's  sugar-free  gums  are  officially  recognised  by  the  F.D.I  World  Dental 
Federation  for  their  contribution  to  good  oral  health. 

Recognised  by 


Healthy  for  you: 

©  Wrigleys  Extra  and  Orbit  are  the  UK's  favourite  chewing  gums. 

•  These  products  offer  some  of  the  highest  profit  margins  on  confectionery. 

•  They  are  continually  promoted  as  part  of  Wrigleys  £10  million  TV 
advertising  spend. 


For  your  free  display  stand  call  our  display  hotline  (0752)  701 1 07 


1994 

f)HARMACY 
ASSISTANT 

AWARDS 


Pharmacy  Assistant 
Awards  1994 

Linda  Harrison,  Sylvia  Hodge,  Imelda  Hitchen  and  their  partners  are 
off  to  Cyprus  for  a  seven-day  holiday  in  a  five-star  hotel,  having 
successfully  competed  in  the  de  Brus  1994  Pharmacy  Assistant 

Awards 


The  Regency  Hotel  in  London 
was  the  setting  for  the  final 
round  in  the  de  Brus  1994 
Pharmacy  Assistant  Awards. 
Eleven  regional  finalists  and 
their  families,  friends  and 
pharmacists  travelled  from 
cities  and  towns  as  far  apart  as 
Glasgow  and  Swanage. 

Over  7,600  pharmacy 
assistants  had  enrollea  for  the 
12-month  training  programme, 
which  was  created  by  de  Brus 
Marketing  Services  and 
endorsed  by  Chemist  &  Druggist 
and  the  National 
Pharmaceutical  Association. 


Welsh  wizard  Sylvia  Hodge 


The  12  individual  training 
modules,  which  were  posted 
out  to  the  assistants,  were 
sponsored  by  six 
pharmaceutical  companies. 
Each  module  covered  a  specific 
skill  or  area  of  product 
knowledge,  which  pharmacy 
assistants  need  to  carry  out 
their  jobs  effectively. 

A  proficiency  test  was  given 
to  all  the  assistants  who 
successfully  completed  the 
modules.  The  12  regional 
finalists  were  then  selected  to 
attend  an  interview  with  the 
judging  panel,  which  consisted 
of  John  Skelton,  editor  of 
Chemist  &  Druggist;  Ailsa 
Benson,  head  of  the  training 
department  at  the  NPA;  and 
Sarah  Nesbitt  of  AHA,  the 
company  which  manages  the 
scheme  for  de  Brus. 

Linda  Harrison 

Linda  Harrison,  from 
Dorchester,  is  the  winner  of  the 
Pharmacy  Assistant  Awards 
1994.  Linda,  who  first  started 
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1994  winner  Linda  Harrison  heralds  from  H  Fox  Pharmacy,  Dorchester 


working  in  pharmacies  at  the 
age  of  16,  impressed  the  judges 
with  her  communication  skills 
and  knowledge  of  medicines. 

Linda,  who  was  representing 
the  South  West  region,  has 
worked  at  Howard  Fox 
pharmacy  for  the  last  nine 
years.  She  began  her  career  at 
Boots  in  Southampton  after  she 
left  school.  She  spent  some  time 
as  a  fashion  buyer  for  the  Co-op 
before  returning  to  pharmacy. 

Her  job  satisfaction  comes 
from  listening  to  people  and 
being  able  to  do  something  to 
help  them.  After  working  in  the 
pharmacy  for  so  long,  Linda  is 
familiar  with  the  many  regular 
customers,  "A  lot  of  people  just 


come  in  for  a  chat,"  she  said. 

Linda  found  the  analgesics 
module  of  the  training  package 
particularly  relevant,  as  this  is 
the  product  sector  she  gets 
asked  the  most  questions  about 
and  it  is  often  necessary  to 
involve  the  pharmacist. 

Linda  would  like  to  see 
paracetamol  products  more 
strictly  controlled  to  reduce  the 
risk  of  accidental  overdose. 
"Many  people  don't  realise  that 
paracetamol  is  in  so  many 
cough  and  cold,  and  other 
combination  products, 
especially  the  elderly,  and  they 
can  take  more  than  the 
recommended  dose  without 
being  aware  of  it." 


rhe  judges      from  l-r  (  XI)  ^  John  Skelton,  UIVs  Sarah  Nesbitt,  and  the 
NPA's  Ailsa  Benson  —  discuss  the  20  minute  Q&A  sessions  with  each 
finalist  to  settle  on  the  top  three  assistants.  Ailsa  Benson,  who  helped  to 
set  the  skills  modules,  said  the  standard  of  entry  and  of  the  finalists  was 
exceptional.  The  judges  endorsed  the  value  of  the  training 


Imelda  Hitchen  came  in  third  place 


If  Linda  hadn't  pursued  a 
career  in  pharmacy,  she  would 
like  to  have  worked  in  the 
veterinary  area,  where  she 
could  have  combined  her  love 
of  animals  with  her  interest  in 
science.  "We're  animal  mad  in 
our  house  —  tropical  fish, 
rabbits,  and  dogs,"  she  said. 

When  Tim  Astill  read  out  her 
name  as  the  overall  winner, 
Linda  was  stunned.  "It  came 
completely  out  of  the  blue," 
she  said.  "It's  been 
nerve-wracking  and  I  do  feel 
sorry  we  can't  all  win.  After  all, 
we're  all  on  the  same  side." 

A  little  tearful  at  her  success, 
she  couldn't  wait  to  phone 
home  the  good  news  where 
Peter  (13)  and  Nathalie  (11) 
were  waiting  to  hear  from  her. 

Sylvia  Hodge 

Runner-up  in  second  place  was 
the  regional  winner  for  the 
North  West,  Sylvia  Hodge,  of 
Williams  Chemist  in  Castleton, 
Rochdale. 

Heralding  from  Swansea, 
Sylvia  has  worked  in  pharmacy 
for  ten  years.  She  enjoys  the 
social  aspect  of  the  job  and  gets 
a  lot  of  satisfaction  from  giving 
people  the  advice  they  need. 
"It's  great  when  people  come 
back  saying,  'Thanks  —  it 
workea,"  she  explained. 

She  also  thought  consumer 
advice  was  vital  in  view  of  the 
recent  POM  to  P  switches.  She 
admitted  to  being  very  nervous 
at  the  final  interview,  but  gave 
the  thumbs  up  to  the  judges. 
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A  magical  nigl 

perfection  here,"  he  said.  His 
only  regret  was  that  there  was 


Regional  winners  get  together  for  the  gala  dinner 


Sagda  Ayub.  Lewis  Grove  Pharmacy 

'They  were  very  good  at 
putting  me  at  ease,"  she  said. 

Out  of  hours,  Sylvia  enjoys 
knitting,  reading  and 
swimming,  but  also  revealed  a 
penchant  for  poetry.  Describing 
herself  as  a  'Pam  Ayres'  type 
poet,  C&D  alas  cannot  publish 
any  exclusives  as  Sylvia 
emphasised  that  she  doesn't  let 
anyone  read  her  work.  And 
that  includes  her  husband, 
Selwyn!  She  has  two  children, 
one  of  whom  has  just  started 
ihis  nurse's  training  at  Jimmy's 
hospital  in  Leeds. 

After  receiving  her  award, 
Sylvia  was  very  surprised.  "I 
haven't  even  thought  about  the 
prize,"  she  smiled.  And  who 
will  be  accompanying  her  to 
ithe  sunny  isle  of  Cyprus7 
Husband  Selwyn,  of  course.  "If 
he  behaves,"  she  joked. 

Imelda  Hitchen 

It  was  an  exciting  weekend  for 
Imelda  Hitchen  from  the  Manor 
Pharmacy,  Derby,  who  made 
her  first  trip  to  the  capital  in 
the  company  of  her  husband. 
She  was  overcome  at  being 
placed  third  in  the  competition. 

Imelda,  who  has  worked  at 
the  pharmacy  for  five  years, 
was  the  regional  winner  in  the 
Eastern  region.  She  enjoyed  the 
training  programme  as  it 
refreshed  her  memory  on  many 
of  the  topics  she  had  covered  in 
the  NPA  medicine  counter 
assistant  course. 

Although  Imelda  agreed  in 
principle  with  the  introduction 
of  protocols  for  the  sale  of 
medicines,  she  hoped  it 
wouldn't  lead  to  a  situation 
where  qualifications  were  a 
pre-entry  requirement  as  this 
would  rule  out  many  suitable 
people.  Imelda  has  always  had 
a  keen  interest  in  medical 


MRS 

Claire  Barker  scored  a  hullseye 

matters  and  had  considered 
nursing  as  a  career. 

Sagda  Ayub 

Winner  for  Greater  London 
South  East  was  Sagda  Ayub,  of 
the  Lewis  Grove  Pharmacy  in 
Lewisham,  run  by  Mr  J  Jetha. 
She  has  worked  as  an  assistant 
for  ten  years  (starting  as  a 
Saturday  girl  at  Stromley's  in 
Lewisham). 

Sagda  has  also  tried  her  hand 
at  quantity  surveying.  With  a 
talent  for  technical  drawing, 
she  holds  a  diploma  in  Building 
and  Civil  Engineering,  but 
found  she  missed  pharmacy  life 
too  much. 

"Offices  are  boring.  You  can't 
feel  very  useful  and  there's  no 
one  to  talk  to,"  she  said.  She 
enjoys  customer  liaison  and  is 
never  phased  by  customer 
requests  —  even  when  Danny 
Baker  pops  in  to  stock  up  on 
Otex  ear  drops! 

Sagda  said  she  enjoyed  doing 
the  award  scheme,  saying  it  was 
great  fun.  "It's  great  being  able 
to  put  what  you  learn  into 
practice,"  she  said. 

Claire  Barker 

From  selling  greenhouses  to 
generics  —  that  was  the 
challenge  for  regional  winner 
for  the  South  East  Claire  Barker. 
Claire  has  worked  at  A  Carlisle 
in  Faversham,  Kent,  for  12 
years,  but  prior  to  that  started 
off  as  a  salesperson  for  a 
greenhouse  manufacturer. 

She  loves  the  variety  of  her 
work  which  comes  through  the 
pharmacy  being  seen  as  an 
advice  centre.  She  has  had  some 
very  strange  requests,  too. 

One  woman  she  remembered 
well  used  to  pop  in  for  culinary 
tips!  "She  had  obviously  only 
recently  moved  to  this  country 


Tim  Astill,  director  of  the 
National  Pharmaceutical 
Association,  described  the 
awards  evening  as  "one  of  the 
most  enjoyable  nights  in  30 
years  of  pharmacy  —  a  magical 
night". 

He  said  the  number  of 
entrants  had  exceeded 
everyone's  "wildest 
imaginings"  and  found  the 
5,500  who  completed  the 
programme,  "quite 
astonishing". 

"To  have  stayed  the  course 
indicates  commitment, 
dedication  and  enjoyment,"  he 
said.  He  congratulated  the 
finalists  and  drew  attention  to 
the  high  standards  they  set.  "Of 
the  12  [finalists],  no  fewer  than 
ten  received  100  per  cent,  and 
two  99  per  cent.  We've  got 


no  one  from  the  Consumers' 
Association  present. 

Mr  Astill  thanked  de  Brus, 
Chemist  &  Druggist  and  all  the 
sponsors  for  their  involvement. 

Keir  McDonald,  managing 
director  of  de  Brus,  said  that 
the  awards  were  a  means  of 
"banging  the  drum  of  quality" 
for  independent  pharmacy.  He 
said  the  company  had  been 
shocked  by  the  numbers  of 
assistants  who  had  signed  up  in 
a  matter  of  just  three  weeks. 
"That  indicates  the  level  of 
commitment  that  people  are 
willing  to  go  to,"  he  said.  He 
emphasised  that  all  the 
regional  winners  should 
remember  that  they  were  the 
top  people  in  their  profession. 


Ct&D's  Maria  Murray  gets  to  know  runner  up  Imelda  Hitchen 


and  came  in  asking  for  some 
decongestant  Dodos 
and  ...  how  to  make  dumplings! 
The  next  time  she  wanted  the 
recipe  for  apple  pie!" 

Celebrities,  too,  abound  in 
Faversham  with  stars  such  as 
Rod  Hull  (no  Emu),  Bob  Geldof 
and  Paula  Yates  (no  shoes) 
being  regular  customers. 

A  keen  darts  player,  Claire 
plays  for  her  local  pub  team 
down  at  The  Chimney  Boy.  She 
certainly  scored  a  bullseye  for 
the  South  East! 

Pat  O'Brien 

It's  a  double  celebration  this 
week  for  former  pharmacy 
student  Pat  O'Brien.  She  is 
celebrating  her  tenth 
anniversary  at  K  D  Chawda  in 
Glenfield,  Leicester,  as  well  as 
being  the  winner  of  the  Central 
region. 

She  enjoys  the  many  different 
facets  of  the  role  of  the 
assistant  and  loves  learning 
about  new  medicines,  an  aspect 
she  particularly  liked  about  the 
award  modules.  She  is  very 
interested  in  the  recent  POM  to 
P  changes  and  felt  that  some 
short  course  antibiotics  could 
eventually  take  this  route. 

Pat  brought  her  sister,  Lynda, 
with  her  for  the  London 
weekend  and,  after  the  final 
interview  was  over,  both  set 
out  on  a  shopping  spree. 

Karen  Dormer- 
Woolley 

Karen  Dormer-Woolley, 
regional  winner  for  the  South, 


Pat  O'Brien  from  Leicester 

is  a  relative  newcomer  to 
pharmacy  having  only  worked 
at  the  Farrell  Pharmacy  in 
Swanage  for  18  months.  Karen 
is  also  part-time  because  she 
has  three  children  under  the 
age  of  10:  Ben  aged  nine,  Tom 
six  and  Sarah  five. 

Looking  suntanned,  she 
revealed  that  she  was  "a  bit 
jetlagged",  having  only  just  got 
back  from  a  holiday  in  Florida 
the  day  before. 

Karen  enjoys  her  life  behind 
the  counter,  particularly 
because  "no  two  days  are  ever 
the  same".  Supermum  Karen 
also  manages  to  be  an  active 
member  of  the  Swanage  Choral 
Operatic  Society,  where  she 
sings  soprano.  As  a  regional 
winner,  she's  hitting  the  high 
notes  in  pharmacy,  too! 

Continued  on  p664 
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Continued  from  pfifi.'S 

Catherine  McSorley 

Catherine  McSorley  had  a 
hair-raising  time  getting  to  the 
final  interview  as  her  flight 
from  Glasgow  suffered  a 
two-hour  delay. 

The  regional  winner  for 
Scotland,  Catherine  has  worked 
at  Robertson's  pharmacy  in 
Pollock,  Glasgow,  for  two  years. 
She  previously  worked  as  a 
domestic  assistant  in  her  local 
hospital. 


Catherine  McSorley  of  Glasgow 

Originally  from  Dundee, 
Catherine  is  very  interested  in 
the  dispensing  side  of  the 
business  and  is  "getting  used  to 
all  the  POM  to  P  switches".  She 
recognises  the  importance  of 
putting  customers  at  ease  and 
says  a  cardinal  rule  is  "Don't 
pounce!" 

Lisa  Boniface 

Lisa  Boniface,  the  regional 
winner  from  Greater  London 
West,  started  working  as  a 
Saturday  girl  at  Conway 
Chemists,  West  Acton,  and  has 
now  been  working  there  for 
seven  years.  She  found  the 
training  programme  "good 
fun",  particularly  the  modules 
that  helped  develop 
communication  skills. 

In  the  future,  Lisa  sees 
pharmacies  developing  towards 
health  advice  centres  as  people 
want  more  information  and  "if 
they  know  more  about  their 
bodies  and  their  medicines  they 
are  better  able  to  look  after 
themselves". 

Lisa  welcomed  the 
introduction  of  the  new 
protocols  as  "it  is  important  to 
keep  learning  in  pharmacy,  it's 
not  like  selling  groceries".  The 
pharmacy  staff  use  the  standard 


2WHAM  questions  and,  if  there 
is  any  problem,  refer  them  on 
to  the  pharmacist.  According  to 
Lisa,  "As  long  as  there  is  good 
staff  training  there  should  be 
no  problem  with  the  sale  of  P 
medicines." 

Claire  Lockwood 

At  19  years  of  age  Claire 
Lockwood,  from 
Middlesbrough,  was  the 
youngest  finalist  in  the 
competition.  Claire  has  been 
working  at  S  &  H  Walker  since 
she  left  school  three  years  ago. 

She  has  responsibility  for  the 
baby  section  in  the  pharmacy 
and  is  well  qualified  for  the 
position  having  completed  a 
nursery  nurse  training  course. 
Young  mothers  quite  often 
approach  her  for  advice  on 
baby  matters. 

Claire  also  works  on  the 
cosmetics  counter,  where  she  is 
often  asked  for  advice  on 
teenage  make-up  by  young 
girls  or  their  mothers. 

Although  Claire  has  only 
been  working  at  the  pharmacy 
for  three  years,  she  has 
numerous  anecdotes.  She 
recalled  the  time  a  new  girl  had 
just  started  in  the  pharmacy 
and  a  customer  came  in  and 
asked  if  they  had  any 
Windcheaters  in  stock.  "No," 
replied  the  new  girl,  "but  you 
could  try  the  sports  shop  next 
door." 

Brenda  Garner 

Over  the  last  three  decades, 
Brenda  Garner,  the  regional 
finalist  from  the  West,  has  seen 
tremendous  changes  in 
pharmacy  practice.  Her  first  day 
at  the  Dean  &  Smedley 
pharmacy  in  Derby,  31  years 
ago,  was  spent  packing  aspirins 
into  bottles.  But  as  she 
observed,  her  job  never  stands 
still  and  nowadays  her  work  as 
a  pharmacy  assistant  includes 
advising  customers  on 
medicines  and  ensuring  they 
take  the  most  appropriate 
product  or  action. 

Strangely  enough,  when 
Brenda  was  in  school,  all  she 
wanted  to  do  was  work  in  a 
shoe  shop.  Fortunately,  the 
brother  of  her  domestic  science 
teacher  had  a  pharmacy  and 
she  persuaded  Brenda  to  go 
and  work  there,  something 
Brenda  has  "never  regretted". 

She  does  not  think  about  her 
age  or  length  of  service  until 
customers  remind  her  of  the 
birth  of  their  children,  who 
now  have  children  of  their  own. 
Brenda  has  very  little  trouble 


De  Brus  has  already  started  registering  pharmacy  assistants  for 
the  1995  Awards.  Ail  assistants  who  registered  for  the  1994 
programme,  7,600  of  them,  will  automatically  receive  the  1995 
programme. 

The  company  is  aware  that  many  assistants  were  unable  to 
secure  a  place  on  the  1994  programme  because  of  the  huge 
demand  and  has  responded  by  expanding  it  to  include  10,000 
assistants. 

However,  there  have  been  large  numbers  of  new  applications 
already  and  de  Brus  advises  pharmacists  to  register  their 
assistants  as  soon  as  possible. 

The  company  promises  there  will  be  many  new  topics  covered 
in  the  1995  programme  and  it  is  working  with  the  National 
Pharmaceutical  Association  to  get  the  scheme  recognised  as  part 
of  training  required  to  meet  the  Society's  new  protocols. 


Lewis  Grove  Pharmacy  gets  together  at  the  champagne  reception 


lot  of  questions  to  ensure  they 
get  the  most  suitable  product. 
"Many  customers  see  a  product 
advertised  and  come  into  the 
pharmacy  asking  for  it  by  name, 
but  it  might  not  be  the  most 
suitable  product  for  them,"  she 
said. 

Having  completed  the  NPA 
MCA  course  Parts  I  and  II,  much 
of  the  de  Brus  training 
programme  was  revision  for 
Brenda. 

Christine  Ibbotson 

Catherine  Ibbotson,  from  G  H 
Rock  Chemists  in  Barnsley,  was 
the  regional  finalist  from  the 
North  East. 

Unfortunately,  Christine  had 
a  prior  engagement  and  was 
unable  to  travel  to  London  for 
an  interview  by  the  panel  of 
judges,  so  was  automatically 
excluded. 

Christine  was  disappointed 
that  she  missed  her  chance  of 
winning  but  hoped  to  have 
better  luck  next  year.  She  has 
already  enrolled  for  the  1995 
programme  and  has  a  busy  year 
ahead  of  her,  as  she  is  also 
starting  the  NPA  MCA  Part  I. 


No  regrets  for  Brenda  Garner 

making  her  customers  feel  at 
ease  when  she  comes  into  the 
shop  as  she  has  built  up  a 
rapport  over  the  years. 

"People  know  far  more  about 
medicines  than  they  used  to," 
observed  Brenda,  "but  many 
still  don't  realise  how 
dangerous  they  can  be."  She 
singled  out  coughs  and 
indigestion  as  two  areas  where 
you  need  to  ask  the  customer  a 


West  Acton's  Lisa  Boniface 
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Claire  Lockwood  is  aged  only  1 9 


C&D's  publisher  Ron  Salmon  met  up  with  contestants  and  their  families 
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Just 
how  big 


a 


headache 


is 


Tension 
Headache? 


The  biggest.  In  fact,  74%  of  all 
;adaches  are  Tension  Headaches."1 
7hich,  when  you  think  about  the 
■essure  people  are  under  today, 
akes  sense. 

What  also  makes  sense,  is 
•  recommend  a  specific  Tension 
eadache  remedy  straight  awav. 
nd  the  one  to  recommend  is 
/ndol. 

There  is  no  more  effective 
TC  treatment  for  your  patients, 
niquely  formulated  for  Tension 
eadache,  Syndol  contains  the 
jwerful  analgesic  combination  of 
iracetamol,  Codeine  and  Caffeine, 
us  Doxylamine  Succinate  to  ease 
:uscle  tension  and  bring  fast  relief 
clinical  study  showed  that  in  97% 
Tension  Headache  attacks,  Syndol 
larted  to  work  within  30  minutes). 

It  is  a  Pharmacy  medicine,  is 
rongly  supported,  creates  extra- 
dinary  loyalty,  and  powerful  word 
mouth  recommendation. 

Get  the  benefit.  Display  well, 
commend  at  once,  and  above  all 
pn't  get  caught  out  of  stock.  That's 
headache  vou  could  do  without. 


FAST  BBfiflSS 


You  can't  recommend  more  powerful  relief. 


(1)  National  Headache  Survey.  Gallup  1993 


INFORMATION  FOR  PHARMACISTS:  Each  tablet  contains  Paracetamol  BP  450mg.  Codeine  Phosphate  BP  10mg,  Doxylamine  Succinate  USNF  5mg,  Caffeine  BP  30mg  USES:  Treatment  of 
mild  to  moderate  pain  and  as  an  antipyretic.  Symptomatic  relief  of  headache,  including  muscle  contraction  or  tension  headache,  migraine,  neuralgia,  toothache,  sore  throat,  dysmenorrhoea. 
muscular  and  rheumatic  aches  and  pains  and  post-operative  analgesia  following  surgical  or  dental  procedures  DOSAGE  AND  ADMINISTRATION:  Adults  and  children  over  12  years  1  or  2 
tablets  every  4-6  hours  as  needed  Maximum  8  tablets  in  24  hours  Not  recommended  in  children  under  12  years  CONTRA-INDICATIONS.  WARNINGS  ETC.:  Contra-indications  Idiosyncrasy 
to  any  of  the  ingredients.  Precautions  May  cause  drowsiness  If  affected,  do  not  drive  or  operate  machinery  No  data  available  in  pregnancy  avoid  use  Side-effects  Drowsiness  or 
dizziness,  mild  constipation,  agranulocytosis  rarely.  Overdose  Paracetamol  overdose  can  cause  liver  and  kidney  necrosis  Immediate  medical  referral  is  essential  LEGAL  CATEGORY:  P  CD 
(Section  5)  (not  prescribable  under  NHS)  PRODUCT  LICENCE  NUMBER:  PL4425/0018  PACKAGE  QUANTITIES,  PRICE:  Pack  of  10  tablets  £1.65  20  tablets  £2  85  50  tablets  £6  08  DATE  OF 
PREPARATION:  September  1994,  Full  prescribing  information  is  available  from  licence  holder:  Marion  Merrell  Dow  Limited,  Lakeside  House.  Stockley  Park,  Uxbridge.  Middlesex  UB11  1BE 


^  HOUSE  / 


Reassuringly  Traditional. 
Appropriately  Modern. 


Withm  the  competitive  world 
of  herbal  medicine  Gerard 
House  enjoys  .111  indepen- 
dent and  definitive  identity 
inspired  by  a  prestigious  heritage.  The  com- 
pany takes  its  name  from  John  Gerard,  the 
eminent  16th  century  master  herbalist  to 
King  James  I,  and  creator  of  Herhall,  the 
legendary  tome  featuring  delicate  woodcut 
illustrations  of  over  •>()()() 
plants. 

Since  it  was  first  es- 
tablished m  1958,  Gerard 
House  has  upheld  an  on- 
going commitment  to 
research,  development  and 
clinical  trials,  to  sponsor- 
ship within  the  botanically- 
related  environmental  cha- 
rity sector,  and  to  a  unique 
education  programme  de- 
signed to  make  the  phar- 
macist, the  retailer  and  the 
consumer  fully  aware  of  the 
philosophy  and  benefits  of 
herbal  medicine. 

Scholl  pic,  a  leading 
player  withm  the  healthcare  sector,  recog- 
nised and  applauded  these  qualities,  and 
today,  Gerard  House  is  a  division  of  Scholl 
Consumer  Products. 

Under  the  Scholl  umbrella,  Gerard 
House  can  draw  on  a  valuable  bank  of 
resources:  the  company  commands  its  own 
managerial  base  within  Sertoli's  Luton 
headquarters,  whilst  production  is  con- 
solidated at  the  new  purpose-built  facility 
at  Sertoli's  manufacturing  plant  at  Derby, 
with  a  state  of  the  art  quality  control  lab- 
oratory. 

All  timely  indeed,  as  in  these  health 
conscious  and  ecologically  aware  times. 


herbal  medicine  is  at  last  enjoying  the  ack- 
nowledgement and  respect  it  deserves  nor 
only  from  governments,  doctors  and  phar- 
macists, but  also  the  all-important  consu- 
mer. Moreover,  the  medical  profession  has 
come  to  regard  the  practice  of  herbal  med- 
icine as  a  valuable  and  credible  comple- 
ment -  or  alternative  -  to  orthodox  drug 
treatment. 


New  look  packaging  from  Gerard  House 

Gerard  House  is  only  too  aware 

of  this  dynamic,  burgeoning 
market  and  is  excited  to  be  part 

of  it.  Whilst  retaining  its  time 
honoured  values  and  traditional 
qualities  it  is  looking  forward 
with  a  brand  new  line  of 
sleek  packaging  to  echo  the 
contemporary  spirit  of 
herbal  medicine. 


The  new-look  packaging,  a  product  of 
considerable  care  and  thought,  is  launching 
primarily  within  Gerard's  core  range  of 
best-selling  herbal  remedies.  With  the  aid 
of  qualitative  research  incorporating  con- 
sumer feedback  the  following  objectives 
were  identified:  to  increase  focus  on  the 
condition  to  be  treated;  to  strengthen 
Gerard  House  branding;  to  achieve  greater 
shelf  standout  and  to  rein- 
force the  quality  and  effica- 
cy of  the  product. 

The  product  is  presented 
in  streamlined  tamper-proof 
tubs  with  a  soft  cream  back- 
ground highlighted  with  rich 
green  copy  and  visuals.  The 
immediate  feeling  is  one  of 
'fresh  air  and  springtime'. 

Great  care  was  taken  to 
ensure  that  the  packaging 
worked  well  when  product 
was  displayed  both  com- 
prehensively in  range  form, 
or  broken  down  in  relation 
to  'condition'  to  comply 
with  the  merchandising 
policy  of  some  multiple  outlets.  Hither  way 
it  was  essential  to  ensure  that  the  brand's 
identity  and  impact  remained  strong  and 
assertive. 

It  was  also  crucial  to  evoke  the  familiar 
gentle,  heritage  qualities  associated  with 
plant  medicine,  and  with  Gerard  House, 
while  establishing  a  brand  identity  that 
spoke  confidently  and  positively  of  its 
positioning  within  a  thriving  market 
sector. 

The  botanical  motif  that  decorates 
each  lid  adds  signature  to  the  design  and  a 
final  seal  of  'all  things  natural'  gives  reas- 
surance to  the  consumer. 


contact 


An  estimated  2  million  people  in  the  United 
Kingdom  wear  contact  lenses  and  spend 
approximately  £100  million  every  year  on 
products  to  maintain  them.  The  different 
types  of  lenses  and  the  wide  range  of 
cleaning,  soaking  and  disinfecting  solutions 
can  be  confusing  —  for  the  health 
professional  as  well  as  for  the  customer 


Contact  lenses  have  come  a 
long  way  since  the  first  blown 
glass  models  were  introduced 
100  years  ago.  They  covered  the 
white  of  the  eye  as  well  as  the 
cornea  and  could  be  worn  for 
only  half  an  hour.  The  first 
plastic  lens  was  introduced  in 
1942  and  today,  disposable 
contact  lenses  are  light,  flexible 
and  can  be  worn  all  day. 

However,  contact  lenses 
require  careful  cleaning, 
disinfecting  and  storing,  as  well 
as  strict  hygiene  to  prevent 
bacteria,  viruses  or  fungi 
growing  on  the  lens,  which 
could  lead  to  eye  infections.  A 
wide  range  of  cleaning  systems 
and  solutions  is  available 
through  opticians,  pharmacies 
and  supermarkets. 

Most  contact  lens  wearers 
will  be  advised  by  their  optician 
on  the  most  suitable  system  and 
they  should  not  change  without 
consulting  their  optician.  All 
pharmacy  staff,  however, 
should  be  able  to  answer  some 
basic  questions  about  the 
products  used  to  care  for  lenses. 

Types  of  lenses 

Each  type  of  lens  has  its  own 
advantages  and  disadvantages 
and  the  optician  will  decide 
which  suits  a  patient's  sight  and 
life  style.  The  lens  types  are: 

•  Soft 

Soft  lenses  are  the  most 
popular,  accounting  for  around 
80  per  cent  of  new  fittings. 
Their  high  water  content  (30-80 
per  cent)  makes  them  flexible 
and  comfortable  to  wear,  but 
also  means  they  are  more  easily 
damaged  than  hard  lenses. 

Because  soft  lenses  allow 
oxygen  to  pass  through  them 
they  can  safely  cover  the  whole 
iris  (coloured  part  of  the  eye) 
without  starving  the  eye  of 
oxygen.  They  move  very  little 
during  blinking  and  are  suitable 
for  people  playing  sports. 
Wearers  can  get  used  to  them 
within  a  week  which  is  another 
reason  for  their  growing 
popularity. 

•  Gas  permeable 

Gas  permeable  lenses  tend  to 
be  smaller  than  soft  lenses  as 
they  only  cover  the  pupil  (dark 
centre)  of  the  eye.  Although 
they  are  made  of  rigid  plastic, 
like  hard  lenses,  they  allow 
oxygen  to  pass  through  to  the 
eye,  like  soft  lenses. 

•  Hard 

Hard  lenses  have  become  less 
popular  because  it  can  take 
some  time  before  they  feel 
comfortable  to  wear  all  day.  As 
oxygen  cannot  get  through, 
they  have  to  be  small  which  can 
make  blinking  uncomfortable. 

•  Disposable 

Disposable  lenses,  introduced 
more  than  five  years  ago,  are 
soft  lenses  that  are  worn  for  a 
short  period  of  time  (a  day,  two 
weeks  or  a  month)  then 
disposed  of  and  replaced  with  a 
new  pair.  These  still  require 
daily  cleaning  and  disinfecting, 
but  are  usually  disposed  of 
before  protein  builds  up  on 
them. 

•  Tinted 

Changing  eye  colours 
cosmetically  is  now  possible 
with  the  introduction  of  tinted 
lenses.  Although  some  people 
buy  them  to  correct  their 
eyesight,  many  people  with 


normal  vision  buy  them  as  a 
fashion  accessory. 
•  UV  protection 
A  new  development  in  contact 
lenses  is  the  addition  of  UV 
filters,  which  cut  out  the 
harmful  rays  of  the  sun.  Clinical 
studies  have  linked  UV 
exposure  to  photokeratitis, 
retinal  damage  and  pre-senile 
cataracts. 

Contact  care 

Irrespective  of  the  type  of  lens 
worn,  a  daily  cleaning  and 
disinfecting  routine  is  essential 
to  keep  them  in  good  condition 
and  to  prevent  infection.  Some 
products  are  intended  only  for 


a  specific  type  of  lens  and  can 
cause  damage  if  used  with 
others. 

There  are  three  steps  to  lens 
care: 

•  Daily  cleaning 

•  Daily  disinfecting 

•  Weekly  protein  removal. 
Daily  cleaning  removes  dirt, 

dust,  make-up  and  natural 
mucus  from  the  eye,  which 
accumulate  during  the  day.  If 
they  are  allowed  to  build  up, 
they  can  cause  irritation  and 
may  damage  the  lens. 

Daily  disinfecting  kills 
micro-organisms  that  grow  on 
lenses  which  can  cause  eye 
infections  and  in  some  cases 


ulceration  of  the  cornea. 

Protein  removal  prevents 
gradual  build-up  of  protein  on 
lenses,  which  can  cause 
discomfort,  reduce  vision  and  in 
some  cases  damage  the  eye. 

The  care  systems  for  lenses 
can  be  broadly  divided  into 
three  types: 

•  Chemical  disinfection  using  a 
preservative 

•  Preservative-free  systems 
using  hydrogen  peroxide 

•  All-in-one  systems. 

With  chemical  disinfection 
systems,  the  steps  are:  clean  the 
lens  to  remove  the  dirt,  rinse  to 
remove  the  cleaning  solution 
and  dirt,  and  then  disinfect  and 
soak  in  the  solution.  If  the 
lenses  are  hard  or  gas 
permeable,  a  wetting  solution 
should  be  used  to  make 
inserting  easier. 

Preservative-free  systems 
using  hydrogen  peroxide  to  kill 
micro-organisms  on  the  lens  are 
the  most  popular  for  soft 
lenses.  The  lens  is  cleaned  to 
remove  any  dirt,  rinsed  to 
remove  cleaner  and  dirt,  then 
stored  and  disinfected  in  a 
solution  containing  hydrogen  , 
peroxide.  This  must  be  followed 
by  a  neutralising  stage  before 
the  lens  is  replaced,  otherwise 
the  remaining  peroxide  will 
cause  a  burning  sensation  in 
the  eye. 

The  all-in-one  systems  for  soft 
lenses  use  one  solution  to  clean, 
rinse  and  disinfect.  This 
encourages  compliance  in 
people  who  find  the  lengthy, 
complicated  method  of  care 
inconvenient. 

The  lens  case  should  also  be 
cleaned  regularly  and  replaced 
every  three  months  to  prevent 
bacteria  and  other  micro- 
organisms taking  up  residence. 

Soft  lenses  may  dry  out  if  the 
wearer  is  not  blinking  very 
often  or  is  in  air-conditioned 
surroundings.  A  lens  lubricant 
or  'comfort  drops'  can  be  used 
to  relieve  this. 

Sore  subject 

Red  eyes  spell  trouble  for  a 
contact  lens  wearer  and  are 
usually  due  to  an  infection  of 
the  cornea  or  a  reaction  to  the 
solutions  being  used. 

If  the  customer  has  recently 
changed  to  a  new  solution  and 
the  eyes  are  not  as  sore  when 
the  lenses  are  taken  out,  the 
redness  and  irritation  are 
probably  due  to  a  reaction  with 
the  solutions.  These  customers 
should  return  to  their  optician. 

Infections  of  the  cornea, 
usually  due  to  poor  hygiene 
and  inadequate  cleaning  of  the 
lenses,  can  lead  to  blurring  of 
vision  which  does  not  disappear 
when  the  lens  is  removed. 

As  a  rule,  contact  lenses 
should  be  removed  if  the  eye 
becomes  red,  irritated  or 
swollen. 

It  is  important  to  remove 
contact  lenses  when  using  eye 
drops  or  ointments  as  these 
could  be  absorbed  by  the  lens, 
become  concentrated  and 
damage  the  eye. 

Some  eye  drops  can  be  used 
if  the  patient  waits  a  half  an 
hour  or  so  before  replacing  the 
lenses.  Lenses  should  not  be 
worn  when  the  person  is  being 
treated  for  an  eye  infection  as 
they  could  re-infect  the  eye. 
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The  clear 
solution 
to  selling 

Community  pharmacists  have  always 
needed  to  combine  their  professional 
skills  with  those  of  a  business  manager 
and  with  the  renewed  political  emphasis 
on  self-medication  this  dual  role  is 
becoming  increasingly  important. 


ever  before  about  red,  itchy, 
tired  and  sore  eyes. 
Contemporary  living  means 
that  our  eyes  are  placed 
under  increasingly  stressful 
conditions.  The  culprits  are 
long  hours  spent  in  front  of 
VDUs  or  concentrating  on 
driving,  levels  of  pollution 


and  allergens,  as  well  as  an 
increase  in  the  use  of  central 
heating  and  air  conditioning 
which  lead  to  dry 
atmospheres. 

Minor  eye  irritations  are 
generally  caused  by: 

•  Foreign  particles  in  the 
eye  from  pollution,  dust, 
smoke,  cosmetics  or  after 
wearing  contact  lenses 

•  Excessive  tear  evaporation 
caused  by  drying 
atmospheres  such  as  air- 
conditioning,  central 
heating,  wind,  smoke  and 
sun 

•  Insufficient  blinking  when 
concentrating  on  driving, 
VDU  screens,  close  work. 

Some  of  these  situations 
can  cause  the  body  to  react 
with  an  inflammatory 
response  which  results  in  the 
symptoms  of  irritation, 
redness,  soreness  and  can 
leave  the  eye  more 
susceptible  to  infection. 
These  minor  irritations  can 
be  relieved  using  proprietary 
eye  preparations  such  as 
those  from  the  Optrex 
range.  The  scientifically 
designed  solution  combines 
a  natural  ingredient  within 
an  effective  formulation  that 
soothes  and  cools  the  eye.  In 
research,  Crookes 


Healthcare,  discovered  that 
45  per  cent  of  people  used 
Optrex  to  remove  dust,  dirt 
and  grit,  55  per  cent  to 
soothe  eyes  and  30  per  cent 
to  refresh  tired  eyes  (RSGB 
1994). 

Good  merchandising  is 
essential  as  customers 
become  more  familiar  with 
their  healthcare  needs  and 
the  role  of  OTC  medication 
increases.  As  part  of  their 
£2.5  million  promotional 
support  programme  and  to 
help  pharmacists  capitalise 
on  this  new  opportunity, 
Optrex  have  devised  a 
planogram  and 
merchandising  tips  to  ensure 
that  it  is  simple  to  combine 
available  shelf  space  with 
what  the  consumer  wants 
and  what  manufacturers 
have  to  offer. 

The  planogram 
represents  a  behind  the 
counter  pharmacy  display 
containing  P  and  GSL  status 
products  to  ensure  a 
complete  range  of  products 
are  presented  when  the 
need  for  pharmacy 
recommendation  is  required. 

The  products  mentioned 
in  the  diagram  will  cover  off 
the  majority  of  eyecare 
needs  with  the  exception  of 


Eye  care  pharmacy  layout:  P  &  GSL  status:  behind  counter 


As  competition  hots  up,  a 
commercial  "eye"  is  more  vital 
than  ever  before.  In  this  report 
we  focus  on  eye  care  and 
market  leaders,  Optrex,  give 
top  tips  on  merchandising  for 
profit. 

The  eyecare  market  is 
currently  worth  £15  million 
and  a  consistent  pattern  of 
growth  has  been  driven  by 
market  leaders,  Optrex.  The 
brand  accounts  for  76.5  per 
cent  of  the  market, 
numbering  itself  amongst 
the  top  15  pharmacy  OTC 
brands  and  enjoying  a  93  per 
cent  level  of  awareness. 
Optrex's  success  lies  in  its 
strong  brand  heritage  and 
loyal  consumer  base.  About  9 
million  people  are  using 
Optrex  currently,  that's  over 
one-sixth  of  the  adult 
population  (RSGB  94). 

But  if  Optrex's  success 
has  been  forged  by  an 
effective  formulation  backed 
up  by  strong  promotional 
support,  the  pharmacist's 
role  as  key  health 
recommender  is  critical  to 
the  brand  and  indeed  the 
whole  market.  Recent 
research  carried  out  on 
behalf  of  Crookes  Healthcare 
has  revealed  that  43  per  cent 
of  people  purchase  Optrex 
through  independent 
chemists. 

Don't  be  surprised, 
therefore,  if  you're  dealing 
with  more  complaints  than 

PRODUCT  INFORMATION  Optrex  Lotion  and  Drops  Solution  containing  distilled  Witch  Hazel  B.P.C  13.0%  vN.  Preserved  with  Benzalkonium  Chloride  0.005%  w/v  in  a  solution  buffered 
with  borax  and  boric  acid  Uses  For  the  relief  of  minor  eye  irritations  caused  by  dusty  or  smoky  atmospheres,  driving  or  close  work  Dosage  and  administration.  Lotion:  Bend  head  slightly 
forward  apply  the  eye  bath,  1/3  full,  and  rock  the  head  from  side  to  side  for  at  least  1/2  minute  keeping  the  eye  lid  open.  Use  as  often  as  required.  Drops  Gently  squeeze  1  or  2  drops  into 
each  eye.  Contraindications:  Hypersensitivity  to  any  of  the  ingredients.  Not  suitable  for  use  while  wearing  hydrophillic  (soft)  contact  lenses  Side  effects:  May  occasionally  cause 
hypersensitivity  reactions  Packaging  Quantities:  Lotion:  Bottles  containing  110ml  and  300ml  Drops:  lOmTand  18ml  RSP:  Lotion  1 10ml  with  eye  bath  £ 2  7 5„ nL °l !?nn I  , t  P.^V» 

300ml  with  eye  bath  £3.99  Drops  10ml  £2  25.  Drops  18ml  £2.85  Legal  Category:  Lotion:  GSL.  Drops:  P.  Product  Licence  Number:  Lotion:  0062/5000.  Drops:  0062/5003.  Product  Licence 

Holder:  Crookes  Healthcare  Ltd  Nottingham  NG2  3AA.  ..   .    .  „  .  „  .„„  ,,,,„ 

Clearine  Solution  containing  distilled  Witch  Hazel  B.P.C  12.5  %  v/v,  Naphazoline  Hydrochlor.de  B  P  1968  0  01%w/v  with  (as  preservatives)  Benzalkonium  Chloride  solution  B.P0.00 \'A .  w/v. 
Methyl  Hydroxybenzoate  B  P  0  02%  w/v  Propyl  Hydroxybenzoate  B  P  0  005%  w/v.  Use  for  the  temporary  relief  of  redness  of  the  eye.  Precautions:  Not  recommended  for  use  onch Idren 
under  12  years  of  age  Dosage:  One  or  two  drops  in  each  eye,  no  more  that  four  times  daily.  Contraindications:  Not  to  be  used  by  persons  suffering  from  glaucoma  or  serious  eye  diseases 
.  >i  persons  who  have  had  previous  eye  surgery.  Persons  being  treated  for  high  blood  pressure,  depression,  heart  disease,  diabetes  or  increased  thyroid  gland  activity  should  consul  the  r 
doctor  before  use  Not  to  be  used  by  contact  lens  wearers.  Side  effects:  May  cause  transient  irritation  and  stinging.  Continued  use  of  this  product  may  cause  redness  of  the  eye.  Packaging 
quantities:  10ml  plastic  bottle  P  RSP  £2.65.  PL:  03620024  Crookes  Healthcare  Ltd 


PLANOGRAM  STRATEGY 

Products  grouped  by  usage  characteristics 


A  =  General  Eye  Care 
Optrex  Lotion 
Optrex  Drops 

B  =  Vasoconstrictors 

Clearine 

Murine 


C  =  Anti-Infective 
Brolene  Ointment 
Brolene  Drops 

D  =  Dry  Eye 
Refresh 


E  =  Cosmetic  Eye  Care 
Eye  Dew 
Eye  Masks 


treatments  for  hayfever  eyes 
which  is  a  seasonal  product 
and  would  usually  be 
stocked  alongside  other 
hayfever  treatments. 

Key  factors  to  bear  in 
mind  when  allocating  shelf 
space  to  different  products 
are: 

•  Customers  want  to  find 
the  popular,  trusted  brands 
in  the  pharmacy,  so  if  they 
don't  find  them  in  your 
shop,  it's  likely  that  they  will 
go  elsewhere 

•  Big  name  brands  with 
high  consumer  awareness 
are  generally  the  ones  which 
move  off  the  shelves  quickly 
giving  the  greatest  returns 
and  should  therefore  be 
allocated  the  most  shelf 
space 

•  With  over  76  per  cent 
of  the  market,  Optrex  should 
provide  the  focus  for  any  eye 
care  fixture.  During  the  key 
summer  selling  period,  the 
brand  outsells  its  nearest 
competitor  by  nearly  4  to  1, 
representing  a  cash  rate  of 
sale  of  £50.42  for  Optrex 
compared  to  £9.53  for  its 
competitor 

•  Because  it  has  such 
high  consumer  awareness, 
Optrex  acts  as  a  beacon  for 
customers  seeking  eye  care 
help,  explaining  why  it  is 


sensible  to  maintain 
prominent  facings  and 
display  for  the  brand 

•  Positioning  is  vital. 
Avoid  siting  your  eye  care 
display  at  a  low  level  which 
could  result  in  lost  sales.  If 
the  eyecare  range  is  easily 
visible,  with  the  brand 
leader  acting  as  a  draw  for 
the  consumer's  attention, 
the  customer  can  then 
identify  different  products 
helping  to  increase  sales 

•  To  ensure  space  is  used 
economically,  generics  can 
be  stored  on  low  level 
fixtures  as  these  will 
generally  only  be  service 
products  which  have  low 
consumer  demand 

•  Dual  siting  of  the 
Optrex  Lotion  variant  in  GSL 
displays  may  be  considered. 
It  has  been  shown  that  this 
has  a  very  positive  effect  in 
bringing  in  new  customers 
through  impulse  purchases 

•  Arrange  your  eye  care 
fixture  in  an  easy  to  follow 
system  with  general 
products,  vasoconstrictors, 
anti-infectives,  dry  eye 
remedies  and  then  cosmetic 
eye  care 

Without  full  stocking  and 
constant  replenishment  of 
eye  care  products,  potential 
sales  can  be  lost  especially 


during  the  period  when  sales 
are  being  driven  by 
promotional  activity. 
Therefore,  it  is 
recommended  that 
pharmacists  reassess  their 
stockholdings  and  facing 
allocations  to  reduce 
pressure  on  stock  levels  and 
avoid  potential  lost  sales 
•  Although  sales  peak 
during  the  summer  months, 
this  does  not  imply  that  eye 


care  is  a  seasonal  market. 
The  six  month  period 
September  to  February 
shows  that  47  per  cent  of 
Optrex  sales  are  made  in  this 
time  so  maintain  a 
prominent  display 

•  Take  advantage  of 
promotional  campaigns  by 
making  sure  that  you  have 
enough  stock  to  satisfy 
consumer  demand  and  that 
it  is  prominently  displayed. 


Keep  an  eye  on  Xmas 

Which  single  product  in  the 
eye  care  market  steals  a 
massive  13  per  cent  share,  is 
growing  at  a  rate  of  17  per 
cent  year  on  year  and  has  a 
market  value  of  £2m  (MAT 
May/June  94  Nielsen).  The 
business  opportunity  for 
chemist  retailers  represented 
by  Optrex  Eye  Dew  may  be 
one  of  the  best  kept  secrets 
of  the  eye  care  market  but 
the  brand  will  be  making  a 
big  impact  this  Christmas. 

Eye  Dew  from  Optrex  - 
Eye  Dew  Blue  and  Eye  Dew 
Clear  -  is  a  range  of  cosmetic 
eye  drops  designed  to  add 
extra  sparkle  to  eyes.  The 
obvious  market  for  this 
product  is  teenagers  and 
young  women  aged  16-24. 
"The  age  of  the  Eye  Dew 
user  is  an  important  point 
which  impacts  on  the  whole 
of  the  market,"  says  Rebecca 
Judd,  Product  Manager. 
"The  cosmetic  benefits  of 
Eye  Dew  attract  young  users. 
When  their  eye  care  needs 
change  as  they  get  older, 
they  are  already  familiar 
with  the  dropper  format 
which  many  people  still  do 
have  difficulty  with." 

Therefore  Eye  Dew  is  an 
important  brand  and  one 
which  Optrex  is  committed 
to  supporting.  This  is  no 
better  demonstrated  than 
the  range  of  promotional 
activity  planned  in  the  run 
up  to  Christmas  -  a  key 
selling  period  for  the  brand. 

The  Eye  Dew  advertising 
campaign  has  been  devised 
to  be  immediately  relevant 
to  young  women  and  uses  a 
direct  route  in  the  creative  - 
an  engaging  pair  of  male 
eyes!  The  campaign  will  be 
featured  in  the  teenage 
press  and  will  run  from  the 
beginning  of  November  to 
the  end  of  February  to  take 
account  of  both  the  festive 
party  season  and  the  run-up 
to  Valentine's  Day. 

While  advertising  and 
PR  support  in  women's 
magazines  will  drive  sales 
and  raise  awareness,  the  P 
status  of  Eye  Dew  means 


that  self  selection  is  not 
possible.  Therefore,  creating 
high  impact  through 
merchandising  is  key.  Optrex 
can  always  be  relied  upon  to 
present  their  products  in  the 
most  "eye-catching"  way 
and  a  new,  clever  counter 
unit  which  capitalises  on  the 
impactful  packaging  design 
will  be  introduced  for  this 
key  selling  period.  The 
compact  unit  will  be 
available  to  independent 
pharmacies  from  November 
through  Crookes  Territory 
Managers. 

In  addition,  Optrex  will 
be  reinforcing  the  Eye  Dew 
seasonal  message  with  a 
specially  developed  calendar 
designed  to  emphasise  the 
romance  element  of  the 
brand.  The  calendar  will  be 
distributed  free  to  all 
independent  pharmacies. 

Says  Rebecca  Judd,  "We 
are  confident  that  the  strong 
promotional  activity  planned 
for  Eye  Dew  will  provide  the 
pharmacy  retailer  with  the 
opportunity  for  clearer  sales 
and  sparkling  profits  this 
festive  season." 


Double  vision 


Allergan  is  one  of  the  main 
players  in  contact  lens  care, 
claiming  a  50  per  cent  market 
share  in  the  pharmacy  sector.  Its 
peroxide/oxidative  brands  take 
46  per  cent  and  include  Oxysept 
1,  Oxysept  2  and  Oxysept  1 
Step. 

Allergan  has  kept  up  with  the 
major  changes  in  contact  lens 
care  in  the  UK  by  bringing  out 
Complete,  a  new  one-bottle 
system  for  soft  contact  lenses. 
Amanda  Byrne,  senior  brand 
manager  for  Allergan,  says: 
"For  people  with  a  compliance 
problem,  Complete  is  ideal. 
Allergan  offers  people  a  choice 
so  that  they  can  choose  a 
system  that  suits  them." 

But  Ms  Byrne  believes  there 
will  still  be  a  need  for  peroxide 
products.  "People  will  stick  to 
the  peroxide  system  because 
they  are  familiar  and 
comfortable  with  it,"  she  says. 

Oxysept  1  Step,  launched  in 
April  this  year,  has  a  vitamin 
B12  indicator  to  alert  the  user 
when  the  solution  has  been 
neutralised.  "The  indicator  is 
unique  to  Allergan  and  has 
been  classified  safe  by  the  US 
Food  and  Drugs  Administration. 
It  provides  extra  confidence  and 
assurance  to  avoid  the  problem 
of  forgetting  to  neutralise," 
comments  Ms  Byrne. 

Opticians  have  welcomed  the 
all-in-one  system,  according  to 
Allergan.  "Opticians  see  it  as 
ideal  for  disposable  lenses  due 
to  its  simplicity.  It  offers  a 
complete  and  effective 
treatment  with  minimum  fuss, 
and  opticians  are  more 
confident  in  recommending  the 
product,"  explains  Ms  Byrne. 

The  contact  lens  care  market 
has  grown  significantly  in  the 
past  few  years  and  the 
predictions  are  that  this  will 


Changes  have  been  sweeping  the  eyecare 

market  over  the  last  year,  from  the 
deregulation  of  anti-allergy  eye  drops  to 
the  launch  of  the  first  all-in-one  system  for 
soft  contact  lenses  in  the  UK.  Fawz  Farhan 
talks  to  a  leading  player  from  each  sector 


continue.  Allergan  believes  the 
market  will  follow  the  trend  in 
Europe,  with  the  growth  of  the 
one-bottle  system  being 
strongly  fuelled  by  the  use  of 
frequent  replacement  and 
disposable  lenses,  as  well  as 
new  contact  lens  wearers 
seeking  easy  care  systems. 

"Price  promotions  on  lenses 
have  meant  that  opticians  can 
offer  them  at  competitive 
prices,  making  them  more 
accessible  to  people,"  says  Ms 
Byrne.  But  there  will  still  be  a 
strong  role  for  Oxysept  1  Step 
for  traditional  users  of 
peroxides,  she  adds. 

Ms  Byrne  also  believes  that 
developments  in  contact  lens 
technology,  such  as  disposables 
and  cosmetic  (coloured)  contact 
lenses,  along  with  lenses  with 
UV  filters,  drive  the  improve- 
ments in  lens  care  products. 

Another  driving  force  in  the 
growth  of  the  market  is 
increased  consumer  advertising 
by  both  lens  and  lens  care 
manufacturers. 

Allergan  first  introduced 
Complete  to  opticians  in  July, 
prior  to  launch  in  the  pharmacy 
sector.  "Opticians  are  the  first 
point  of  recommendation  and 
it  builds  a  user  base  for  when 
distribution  moves  into 
pharmacy,"  says  Ms  Byrne. 

Allergan  has  just  finished  a 
promotional  campaign  for 
Oxysept  1  Step  with  50,000  free 


starter  kits  given  away  to 
new  users. 

Ms  Byrne  says:  "We  are  very 
excited  that  Allergan  has  been 
able  to  launch  the  first  true 
one-bottle  system  for  daily  lens 
care  in  this  country.  We  are 
confident  that  Complete  is 
going  to  create  some  great 
opportunities  for  pharmacists." 

Optrex  top  in  OTC 

Optrex  is  the  eyecare  market, 
according  to  Rebecca  Judd, 
product  manager  for  the  brand 
at  Crookes:  "Since  the  launch  of 
Optrex  lotion  in  the  1930s,  the 
brand  has  grown  to  dominate 
the  market  at  a  share  of  over  76 
per  cent.  Optrex  has  come  to  be 
considered  an  authority  in 
eyecare  by  both  the  consumer 
and  trade."  Optrex  is  one  of  the 
top  15  OTC  pharmacy  brands  in 
the  market. 

The  company  claims  its 
success  is  due  to  the  strong 
brand  name,  which  is  backed  by 
a  very  loyal  consumer  base. 
"Optrex  is  recognised  as  a 
beacon  brand  for  eyecare  by 
customers  going  into  the 
pharmacy,"  adds  Ms  Judd. 

The  £15  million  eyecare 
market  is  mature,  but  fairly 
static,  says  Ms  Judd.  It  is  the 
changes  in  the  hayfever  market 
that  have  brought  activity  to 
Optrex,  with  the  launch  of 
Optrex  Hayfever  Allergy  Eye 
Drops  in  April  this  year. 


Although  no  data  is  yet 
available  on  the  market  share 
of  this  product,  Optrex  is 
expecting  to  do  very  well. 
"Optrex's  strength  in  the 
eyecare  market  rests  with  the 
implicit  trust  of  the  consumer  in 
the  brand,  and  it  is  this  that  has 
lead  the  way  for  entry  into  the 
hayfever  market,"  says  Ms 
Byrne. 

The  launch  was  backed  by  a 
national  press  advertising 
campaign  with  pharmacy 
merchandising  support  and 
in-store  consumer  leaflets. 

Optrex  is  happy  with  the 
POM  to  P  trend  that  is  taking 
over  the  healthcare  market.  Ms 
Byrne  comments:  "As  leaders  in 
eyecare  we  have  to  keep  up 
with  the  market  and  we  have  a 
number  of  developments  in  the 
eyecare  pipeline." 

Optrex  says  its  current  £2. 5m 
promotional  campaign  is  based 
on  the  increased  awareness  of 
self-medication  by  consumers, 
and  on  the  fact  that  modern 
living  is  exposing  people  to  far 
more  irritants  today  than  20 
years  ago. 

The  educational  role  of  the 
pharmacist  in  self-medication  of 
these  problems  is  prominent, 
says  Ms  Judd,  as  43  per  cent  of 
people  normally  buy  Optrex 
products  through  an 
independent  pharmacy.  The  'Be 
Eye  Care  Aware'  educational 
programme  for  the  new  year 
includes  consumer  leaflets,  and 
a  comprehensive  pharmacy 
education  guide  on  all  aspects 
of  eyecare  encountered  by 
pharmacists  and  pharmacy 
assistants. 

The  future  of  eyecare  will 
revolve  around  increased 
awareness  of  self-medication 
and  better  educated  consumers, 
Ms  Judd  says. 
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HEAT  YOUR  HEART  OUT 

The  new  "'en cration  of  FASFH  hotwater  bottles  for  transparent  and  measurable  quality  ! 
FASH V  quality  hoi  wain-  bottles: 


® 


ique  thermoplastic  material:  resistant  to  boiling  water,  retains  Ileal 

lger  than  rubber 

ig  life:  basicalh  no  aging  process 

le  lastins  fragrance:  no  unpleasant  rubber  smell 


FASIIY  hoi  water  bottles  offer 


salet\ : 


-  produced  to  British  Standard  B.S.  6728/1:1986 

-  awarded  the  ,UGS  sign  ol  approval  (or  tested  security 

-  integral h  moulded  w  ith  jointless  neck 
preventing  leakages 

FASII\  ho1  water  bottles  also  offer  oilier  advantages 


fashv 


-  ;i\iiil;ihlc  in  ;i  range  ol  la-lnonaDle  Dnllianl  colours 

-  an  iwriini^  collection  ol  no\cli\  designs  plibli 
and  < '  u  ( I  ( 1 1  \  io\  cover-  including  l)i-ne\  cliaracter- 


AQUARIUM  HOTWAITR  BO  11  1  1-  • 
.in  original  idea  lor  a  girt 


•  THERMO  CONTROL  • 
A  circular  thermomcccr  indicates 
the  surface  tempctature 


AS  1 1  ^  hot  water  bottle-  are  ideal  lor  health  care 

the  mosl  natural  and  health)  \\a\  to  keeping  warm 
Mtotliing  reliel  ol  mii-cular  ache-  and  pain- 
can  he  h'o/eil  to  relieve  allllelic  -train- 
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^  J 

; 

Br 

i 

V S 1 1  \  Inn  water  bottles  -  don  1  settle  lor  am  thing  le»! 

For  more  information  on  I  AS/I)  thermoplastic  hot  water  hollies  please  contact: 


SPECTATOR 
25  Empire  Centre.  Imperial  Wax. 

Watford  WD  2  4Y1 1 
Pel:  0023  247363  Fax:  0923  210074 


® 


fashy. 


FASHY  Gmbl  I 
'0822  Konilal-Mnneliin-en.  Com 
Tel:  (010  49)  7150  9206-47 
Fax:  (010  49)  7150  ()20(>-4<> 


A  glimpse  of  the 


New  products,  plans 
and  promotions 
from  the  brand 
leaders  in  the 
eyecare  industry 

The  debate  over  off-the-peg 
reading  glasses  has  raged  since 
their  introduction  in  1989,  with 
consumers  often  in  the  firing 
line. 

The  main  argument  is  over 
how  much  responsibility 
patients  can  take  over 
correcting  their  own  eyesight. 

Optometrists  have  argued 
that  the  abolishing  of  free  eye 
tests  has  meant  fewer  people, 
especially  those  over  40,  having 
regular  check-ups.  As  a  result, 
there  is  a  slimmer  chance  of 
detecting  early  signs  of  disease 
such  as  diabetes  and  cancer. 

Ready-made  glasses  are 
uniform  and  do  not  allow  for 
strength  differences  between 
eyes  or  discrepancies  in  optical 
centres.  Headaches  and  blurred 
or  double  vision  may  result,  and 
pharmacists  should  warn  and 
advise  patients  on  this  when 
glasses  are  purchased. 

With  appropriate  counselling 
from  pharmacists,  these  glasses 
can  be  a  safe,  convenient  and 
cheap  addition  to  the 
customer's  prescribed  glasses. 
•  Nickel-plated  frames  for 
reading  glasses  will  be  affected 
by  new  European  legislation  on 
dangerous  substances  coming 
out  later  next  year.  Although 
the  extent  of  the  regulations 


Help  groups 

The  Optical  Consumer 
Complaints  Service,  PO  Box 

2JX,  London  W1A  2JX  (tel: 
071  580  8249).  Provides 
customers  with  an  indepen- 
dent and  rapid  response 
service  to  complaints.  The 
OCCS  has  found  that  simple 
explanations  are  often  all 
that  is  needed.  There  are 
over  2,000  members, 
including  the  well  known 
High  Street  opticians. 
Information  leaflets  are 
available  from  OCCS. 
The  Eyecare  Information 
Service,  PO  Box  3597, 
London  SE1  6DY  (tel:  071  357 
7730).  Provides  information 
on  all  aspects  of  eyecare 
including  reading  glasses, 
eye  test  entitlements  and 
contact  lenses. 
The  Association  of  Contact 
Lens  Manufacturers, 
Chartham,  Branksome  Park 
Road,  Camberley,  Surrey 
GU15  2AQ  (tel:  0276  28964). 
Works  closely  with  the  EIS 
and  represents  90  per  cent  of 
the  contact  lens  industry  in 
the  UK.  A  consumer  leaflet 
is  available  on  contact  lenses. 


has  not  yet  been  confirmed, 
Optipharma,  maker  of  Easi 
Readers,  has  introduced 
nickel-free  frames  ahead  of  the 
legislation. 

Nickel  dermatitis  affects 
around  30  per  cent  of  the 
population  and  is  commonly 
triggered  by  wearing 
nickel-plated  jewellery.  Once 
established,  sensitivity  to  nickel 
can  occur  on  any  part  of  the 
body  that  comes  in  contact  with 
the  metal,  such  as  glasses. 

"Nickel  dermatitis  was  not  a 
problem  we  were  aware  of 
before,"  says  Colin  Whybrow, 
managing  director  for 
Optipharma.  "But  since  Easi 
Readers  have  been  distributed 
exclusively  through  pharmacies 
we  thought  our  stockists  would 
want  to  be  sure  the  products 
they  sell  will  meet  even  the 
toughest  standards." 

The  company  has  also 
introduced  new  Slimlite  lenses 
for  the  Easi  Readers  range, 
available  from  AAH  and 
Unichem.  The  lenses  are  said  to 


be  lighter  for  comfort,  thinner 
for  visual  appeal  and  flatter  for 
greater  clarity  over  a  wider 
field  of  vision. 

Point  of  sale  material  and 
on-lens  stickers  will  highlight 
the  changes,  and  prices  have 
been  maintained.  Optipharma 
will  publish  a  free  information 
sheet  on  nickel  dermatitis  for 
pharmacists  from  next  spring. 
•  Eyecare  Products  has  a  new 
range  of  reading  glasses  under 
the  Foster  Grant  brand,  with 
prices  that  start  at  £5.99. 

Soft,  round  shapes  dominate 
with  a  move  away  from  plastic 
to  metal  frames.  New  lighter, 
thinner,  aspheric  lenses  have 
been  introduced  to  reduce 
distortion  in  peripheral  vision. 

Foster  Grant  is  also  giving 
pharmacies  an  easy  to  use  test 
chart  to  help  customers  choose 
the  right  magnification.  It  has 
been  approved  by  optical 
specialists  and  there  are 
customer  leaflets  displayed  on 
the  stand  to  explain  other 
technical  information. 


Optrex  Hayfever  Allergy  Eye  Drops 
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Eyecare  Products  has  also 
introduced  five  new  styles  to  its 
Readiread  and  Magnivision 
ranges,  available  in  nine 
strengths  priced  between  £5.99 
and  £14.99.  The  new  styles 
feature  softer,  natural  shapes 
with  spring  hinges  said  to  give 
more  comfort  and  a  secure  fit. 

Lens  care  trends 

No  one  can  fail  to  notice  the 
shift  of  soft  contact  lens  care  to 
the  one-bottle  system.  These 
products  are  already  available 
in  Europe  and  the  US,  but  are 
only  slowly  filtering  into  this 
country. 

From  January,  a  flood  of  new 
contact  lens  products  will  be 
available  thanks  to  changes  in 
EC  licensing  regulations.  Lens 
care  products  with  valid  licences 
in  other  European  countries  will 
not  need  a  new  licence  for  the 
UK.  This  could  save  manufactur- 
ers millions  of  pounds. 

There  are  2.4  million  contact 
lens  wearers  in  the  UK  with  a 
total  lens  care  product  market 
of  around  £100m  for  1993, 
according  to  data  from  Nielsen. 

Market  share  figures  for  the 
pharmacy  sector  (excluding 
Boots)  are  47.1  per  cent  for 
peroxides/oxidatives;  14.8  per 
cent  for  disinfecting/storage 
systems;  14.9  per  cent  for 
salines;  and  10.3  per  cent  for 
surfactant  cleaners. 

The  brand  leaders  by  value, 
according  to  Nielsen,  are 
Allergan,  at  48.3  per  cent  of  the 
market;  followed  by  Ciba 
Vision,  42.8;  Smith  &  Nephew, 
4;  Alcon,  2.5;  and  Bausch  & 
Lomb,  1.1. 

However,  with  the  intro- 
duction of  the  new  generation 
lens  care  systems  and  the 
anticipated  increase  in  contact 
lens  wearers  (6  per  cent  of 
people  need  vision  correction), 
market  shares  are  expected  to 
change  significantly. 

One-bottle  systems  allow  soft 
contact  lens  wearers  to  use  one 
solution  to  clean,  rinse, 
disinfect  and  store  their  lenses, 
a  change  from  the  usual 
three-step  system. 

The  one-bottle  system  is 
simple  and  convenient  to  use 
and  encourages  compliance  in 
caring  for  lenses.  This  is 
thought  to  lead  to  fewer 
problems  associated  with 
neglected  care,  such  as 
infection  and  irritation. 

Potential  contact  lens  wearers 
are  less  likely  to  be  put  off  by 
the  one-bottle  system  which 
avoids  the  lengthy,  complicated 
chore  of  caring  for  lenses,  and 
perhaps  the  cost  and 
inconvenience  of  buying  several 
different  lens  care  bottles. 

However,  Tony  Walker, 
managing  director  of  Mid- 
Optic,  the  contact  lens  care 
wholesaler,  believes  there  is  still 
a  place  for  the  peroxide  sys- 
tems. "The  best  systems  are  still 
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eyecare  market 


the  multi-solution  systems  and 
most  opticians  are  unlikely  to 
recommend  the  one-stage  sys- 
tems straight  away,"  he  says. 

He  believes  the  switch  to 
all-in-one  solutions  will  not 
happen  overnight  because 
established  users  of  the  old 
systems,  who  are  happy  with  it, 
will  be  reluctant  to  experiment. 

Mid-Optic  publishes  a  free 
comparison  chart  for  contact 
lens  care  products  each  year, 
which  acts  as  an  easy  reference 
for  active  constituents.  The 
new,  updated  version  will  be 
available  in  January. 
•  The  first  of  this  new 
generation  of  care  products  to 
be  introduced  to  the  UK  is 
Complete  from  Allergan, 
launched  to  pharmacies  in 
September. 

Complete  contains  Tyloxapol, 
a  daily  surfactant  cleaner,  and 
polyhexanide,  which  Allergan 
claims  is  an  effective 
broad-spectrum  anti-microbial. 

The  lenses  can  also  be  stored 
in  the  solution  for  up  to  30  days 
without  compromising 
disinfection  and  it  is  therefore 


AL1-ERCAN       M  A 


CONTACT  LENS 
SOLUTION 


Cleans 
^m*.  Rinses 

Disinfects 
lE^fc  Stores 


FOR  ALL  SOFT 


CONTACT  LENSES 

240  ml  STERILE 


omplete,  an  all-in-one  system 
'om  Allergan 


suitable  for  infrequent  wearers. 

Allergan  says  the  solution  is 
more  comfortable  than 
peroxides  because  it  avoids 
irritation  from  peroxide 
residues  and  sensitivity 
reactions. 

The  launch  has  been  backed 
by  promotional  activity  and 
customer  leaflets  for  display  in 
pharmacies. 

•  Akon  brought  out  Opti-free 
in  April,  this  year,  an  all-in-one 
rinsing,  disinfecting  and  storage 
solution  to  be  used  together 
with  Opti-clean,  a  daily  cleaner 
which  removes  protein  deposits 
and  eliminates  the  need  for 
weekly  de-proteinising. 

The  active  ingredient  in 
Opti-free  is  polyquad,  which 
Alcon  says  is  too  large  a  mole- 
cule to  accumulate  in  the  lens 
to  irritate  and  discolour  the  eye. 

•  Ciba  Vision  is  bringing  out  a 
one-bottle  system,  Solo-care, 
and  AOSept,  a  one-step 
hydrogen  peroxide  solution,  in 
the  new  year. 

The  company  has  also 
brought  out  a  patient 
information  leaflet,  'Protecting 
your  vision  —  a  guide  to  soft 
contact  lenses',  with  a  hints  and 
tips  section  on  common  eye 
problems  and  how  to  avoid 
them. 

•  Bausch  &  Lomb  has 

introduced  an  all-in-one 
solution,  Renu,  available  only  to 
opticians. 

Eyecare  products 

•  Ciba  Vision  Ophthalmics  has 

extended  the  launch  of 
Viscotears  Liquid  Gel  from 
hospitals  into  the  community 
pharmacy. 

The  Pharmacy-only  product  is 
used  for  dry  eyes  and  is  said  to 
last  longer  than  conventional 
aqueous  tear  substitutes, 
needing  less  frequent 
applications. 

The  active  ingredient  is 
carober  940,  a  viscous  gel  that 
liquifies  in  the  eye  and  avoids 
the  problem  of  blurring 
associated  with  ointments. 
Contact  lenses  should  not  be 
worn  when  Viscotears  is 
applied. 

Ciba  Viscotears  Liquid  Gel 
(10g  tube,  £4.62)  is  targeting 
pharmacists  and  healthcare 
professionals  first,  so  that 
endorsement  is  cascaded  down 
to  the  consumer. 

•  Optrex  is  running  a 
promotional  campaign  for  Eye 
Dew  in  the  run-up  to  Christmas. 
The  product  has  a  13  per  cent 
share  in  the  eyecare  market, 
which  is  increasing  at  a  rate  of 
17  per  cent  year  on  year, 
according  to  figures  from 
Nielsen. 

The  ad  campaign,  running 
between  November  and 
February,  is  aimed  at  women 
aged  16-24  and  features  "an 
engaging  pair  of  male  eyes"  in 
the  women's  press.  An 


Viscotears  moves  into  community  pharmacy 


"eye-catching"  counter  display 
unit  and  free  calendar  will  be 
available  to  independents  from 
November. 

•  The  hayfever  market  had  a 
boost  last  season  with  the  POM 
to  P  switch  of  sodium 
cromoglygate  anti-allergy  eye 
drops,  with  the  main  players 
Opticrom,  Optrex  Hayfever 
Allergy  Eye  Drops  and  Broleze 
having  volume  sales  in  the  total 


pharmacy  sector  of  41  per  cent, 
28  per  cent  and  18  per  cent 
respectively,  according  to  Fisons 
Pharmaceutical. 

Fisons  is  planning  to  support 
Opticrom  with  another 
£500,000  in  1995,  a  repeat  of 
this  year's  spend. 

Clariteyes  Eye  Drops  from 
Schering-Plough  was  brought 
out  to  complement  the 
anti-allergy  tablets,  Clarityn. 
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'A  sight  for  sore  eyes 

New  formulation  as  an  ointment  and  new  eye  drops 
Treats  conjunctivitis,  blepharitis  and  minor  eye 
infections  50%  on  cost  profit  plus  w/s  discount 

Pharmacy  Only  guaranteed 
Available  from  your  Wholesaler 


ACHVEV.Y 
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Typharm  Limited,  14  Parkstone  Road,  Poole,  Dorset  BH15  2 PC 
 Telephone  0202  666626  Fax  0202  666509 
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Going  over  the  top 


with  OTCs  in  Europe 


Smithkline  Beecham  Consumer 
Healthcare's  European 
chairman,  Peter  Jensen,  has 
noted  little  change  in  the 
European  OTC  marketplace  in 
the  last  five  years:  "All  the 
change  is  to  come  in  the  next 
ten,"  he  predicts. 

Mr  Jensen,  who  was  promot- 
ed from  head  of  SB  UK's  con- 
sumer operation  two  years  ago, 
says:  "The  market  is  very  frag- 
mented. There  are  a  lot  of  play- 
ers, but  nobody  is  dominant." 

Speaking  just  before  SB's 
purchase  of  Sterling  Healthcare 
from  Kodak,  he  says  that  each 
country  has  a  unique  OTC 
market,  adding  that  everyone 
has  relatively  small  market 
shares  and  local  brands  are  still 
very  important. 

"International  brands  are 
very  hard  to  find.  There  are 
only  10-15  major  brands,  such 
as  Eno,  Rennie,  Gaviscon,  Alka 
Seltzer,  etc,  that  can  be  bought 
in  every  country  in  Europe,  out 
of  over  10,000  registered 
medicines." 

Companies  will  consolidate 
over  time  with  more 
Euro-brands  created,  not  simply 
through  company  action,  but 
because  the  system  will  allow  it. 

"With  the  European 
Medicines  Evaluation  Agency 
(EMEA)  being  set  up,  with  the 
Committee  for  Proprietary 
Medicinal  Products  (CPMP)  in 
place,  and  with  governmental 
drives  to  self-medication,  there 
is  no  doubt  at  all  that  the 
number  of  European  brands 
will  increase,  particularly  when 
you  can  obtain  a  single  licence 
for  a  single  brand  for  Europe," 
says  Mr  Jensen. 

However,  the  key  driver  for 
him  is  'de-reimbursement'  — 
the  fact  that  governments  no 
longer  pay  back  pharmacists  or 
consumers  for  state-funded 
medicines.  "This  leads  to 
de-regulation  of  ingredients, 
indications  and  products  for 
self-medication,"  he  says. 

Add  these  factors  to  an 
increasingly  ageing  population, 
which  traditionally  has  had  its 
medicine  costs  reimbursed,  and 
the  market  is  set  to  expand.  "As 
governments  drive  down  the 
drugs  bill,  the  opportunities  for 
self-medication  increase." 

This  will  lead  to  more 
Euro-brands  based  on  active 
ingredients  that  were 
previously  restricted,  with  less 
dependence  on  local  brands 
with  their  well  established, 
traditional  ingredients, 
comments  Mr  Jensen. 

"Pharmacists  are  absolutely 
crucial  to  this  trend.  There  is  a 
real  window  of  opportunity  for 
them  to  differentiate 
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For  five  years  or  more,  UK  OTC  medicine 
manufacturers  have  been  looking  at  Europe 
to  understand,  penetrate  and  then 
dominate  state  markets.  C&D  asks 
Smithkline  Beecham  Consumer  Healthcare's 
European  chairman,  Peter  Jensen,  for  his 
view  of  the  UK's  progress 

themselves,"  he  says,  referring 


to  statistics  that  show  that,  of 
people  with  common  ailments, 
50  per  cent  of  UK  consumers  do 
and  take  nothing,  25  per  cent 
take  OTC  medicines,  with  the 
remaining  25  per  cent  visiting 
their  GP. 

The  last  25  per  cent  do  not 
need  to  see  their  doctor  if  they 
can  self-medicate,  he  says. 
"They  should  go  to  the 
pharmacist  to  get  some  advice 
and  then  self-medicate.  Often 
this  will  be  for  a  condition  that 
previously  [before  de-regulation] 
would  have  been  referrable  to 
the  GP." 

Back  in  the  late  1980s, 
industry  believed  there  was  a 
real  growth  opportunity  for  the 
OTC  market.  "In  fact  it  didn't 
exist  then,  but  it  does  now,"  Mr 
Jensen  says. 

"There  will  be  a  tremendous 
growth  in  OTC  use  throughout 
Europe  driven  by  governments, 
availability  of  more  potent 
products,  and  by  consumers 
who  are  much  more  prepared 
to  look  after  themselves  than 
they  were  ten  years  ago." 

Consumers  no  longer  expect 


governments  to  pay  for  all 
medications.  They  are  also  more 
prepared  to  take  decisions  that 
affect  their  own  lives,  Mr 
Jensen  says.  SB  now  has  a 
statistical  model  to  prove  OTC 
market  growth  will  proceed. 

Most  companies  (including 
SB,  until  the  Sterling  purchase) 
do  not  have  a  'European 
business',  rather  they  have 
strong  OTC  businesses  in  a 
number  of  European  countries. 

Mr  Jensen  believes  the 
companies  with  the  strongest 
prescription  to  OTC  pipelines 
will  fare  the  best  over  the  next 
ten  years.  Nevertheless,  he 
expresses  frustration  that,  at 
present,  any  company  making  a 
UK  POM  to  P  switch,  such  as 
Tagamet  100,  cannot  launch 
the  drug  OTC  under  a  single 
name  throughout  Europe.  For 
instance,  the  same  name  cannot 
be  used  in  Italy  and  Spain,  and 
the  French  situation  is  highly 
debatable. 

He  says  POM  to  Ps  can  only 
work  successfully  where 
professionals  are  in  partnership. 
"It's  in  everbody's  interests  to 
create  a  safe  and  effective 


switch  process  —  government 
gets  its  drug  bill  down,  the 
consumer  can  buy  more 
effective  medicines  and 
industry  uses  its  active 
ingredient  'assets'." 

POM  to  P  switches  require 
that  the  manufacturer  can 
advertise  switches  to  the  public 
and,  more  importantly,  educate 
them  about  the  product  and  its 
benefits,  Mr  Jensen  says. 

Licence  switches  take  varying 
times  according  to  country: 
each  state  also  takes  a  different 
view  on  formulations  and 
compounds.  "How  can  you 
have  Euro-brands  if  some 
countries  believe  certain 
ingredients  are  safe  for  OTC  use 
and  others  do  not?"  he  asks. 

He  says  the  CPMP  will  help, 
but  there  is  still  a  level  of 
parochialism  in  many  countries. 
The  first  concern  should  be  that 
consumers  treat  everyday 
ailments  safely,  but  without 
going  to  the  doctor,  and  at  a 
reasonable  cost.  "I  want  the 
pharmacist  to  take  responsibility 
for  OTC  sales.  To  advise,  not 
merely  to  sell,"  he  says. 

At  present  the  EMEA  is 
concentrating  on  prescription 
medicines.  Until  1998,  the 
EMEA  system  for  Euro-licensing 
OTCs  is  optional,  so  new 
Euro-brands  could  be  five  or 
ten  years  away,  which  Mr 
Jensen  finds  "extraordinary". 

Over  the  next  ten  years  he 
says  the  multinational  OTC 
companies  will  get  larger  by: 

•  acquiring  local  brands 

•  company  alliances 

•  major  acquisitions. 

At  present  the  top  ten 
companies  only  take  30  per 
cent  of  the  £6  billion  market, 
Mr  Jensen  says.  However,  he 
predicts  a  10  per  cent  growth 
year  on  year  across  Europe. 

The  challenge  for  pharmacists 
is:  'Are  you  going  to  get  your 
share?'  He  believes  they  can, 
and  should  act  to  ensure  that 
they  do. 


•  France  Fully  or  partly 
reimbursed,  or  semi-ethical; 
also  OTCs.  Most  brands  not 
found  outside  France 

•  Germany  Fully  or  partly 
reimbursed;  also  large  natural 
medicines  market 

•  Spain  POMs  and  OTCs. 
New  controls  on  POMs 

•  Italy  OTCs  well  developed. 
In  1993,  50  per  cent  of 
products  taken  off 
reimbursement 

•  UK  fully  reimbursed  POM; 
OTCs  P,  unique  GSLcategory. 
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Businessnews 


SB  profits  down  2pc  after 
Diversified  buy 


Despite  rising  sales.  Smithkline 
Beecham's  pre-tax  profits  were 
down  2  per  cent  in  the  third 
quarter  because  of  costs  assoc- 
iated with  joining  the  US 
managed  care  game. 

The  company  put  down 
decreased  profits  to  higher 
interest  costs  incurred  from 
buying  Diversified  Pharmaceut- 
ical Services  and  disposing  of  its 
persona]  care  businesses.  At 
constant  exchange  rates,  pre-tax 
profits  fell  8  per  cent. 

Sales  in  the  three  months  to 
September  30  were  up  8  per  cent 
to  £1.586  billion  with  strong 
input  from  new  pharmaceutical 
products. 

Turnover  in  the  pharmaceut- 
ical sector  as  a  whole  was  up  3  per 
cent,  yet  trading  profit  dropped  2 
per  cent  because  of  a  smaller 


contribution  from  US  Tagamet 
sales.  The  UK,  however,  posted  a 
21  per  cent  sales  increase  across 
the  sector,  the  fastest  growing 
European  market  outside  France. 

Both  consumer  healthcare 
sales  and  trading  profit  were  up  9 
per  cent,  OTC  medicine  sales  rose 
5  per  cent  and  sales  of  nutritional 
healthcare  products  grew  1 1  per 
cent. 

SB  would  not  comment  on 
market  rumours  that  it  was  about 
to  sell  Lucozade  and  Ribena  to 
Cadbury  Schweppes.  Sales  of 
both  brands  were  up,  by  16  and  9 
per  cent  respectively. 

The  £5(10  million  being  set 
aside  to  integrate  Sterling 
Winthrop  into  the  business  (C&D 
September  3,  p365)  will  not  be 
charged  as  an  exceptional  item 
until  the  fourth  quarter. 


Lucozade:  going  to  Schweppts? 


NPA  lobbies  companies  on 
effective  rep  visits 


Firms 
charged  up 


Photo-Me 
goes  D&P 

Photo-Me  International,  best 
known  for  its  photo  booths,  has 
set  up  a  dedicated  micro-  and 
mini-lab  division,  with  its  eye  on 
independent  pharmacies. 

This  is  the  company's  first 
entry  into  the  UK  film  processing 
market,  made  possible  after 
buying  the  French  D&P  company 
KIS  earlier  in  the  year. 

The  new  division  —  the  Imag- 
ing Systems  Group  —  hopes  an- 
other 95  pharmacists  will  sign  up 
for  its  services  by  the  end  of  1995. 

To  qualify,  pharmacies  must 
have  a  catchment  area  with  at 
least  5,000  inhabitants  and  pass  a 
marketing  and  technical  survey. 

Photo  Express  branding  will 
appear  on  wallets  and  POS  mat- 
erial supplied  with  the  mini-/' 
micro-lab.  Unlike  other  players  in 
the  D&P  market,  pharmacists  are 
free  to  choose  their  own  paper 
and  chemicals  suppliers. 

Micro-lab  prices  start  at 
£19,000  including  three  months' 
supply  of  chemicals  and  Kodak 
paper. 

•  Trading  in  your  existing  mini- 
lab  for  a  Fuji  version  could  save 
you  £20,000  off  the  listed  price. 

Your  machine  must  be  in 
working  order  and  be  complete 
with  printer  and  film  processor, 
which  will  bring  the  price  of  a 
standard  SFA-250  mini-lab  down 
to  £53,600. 


Seasonal  sales 

'Chemists'  sales  did  particular- 
ly badly  for  this  time  of  year 
and,  alongside  specialist  food 
retailers,  came  bottom  of  the 
latest  set  of  CBI  figures. 
Chemists  continue  to  report  a 
fall  in  year  on  year  sales, 
despite  a  slight  uplift  in 
previous  months. 

Neutrogena  sale 

The  proposed  acquisition  of 
Neutrogena  by  Johnson  & 
Johnson  (C&D  August  27, 
p320)  will  not  be  referred  to 
the  Monopolies  and  Mergers 
Commission. 

Clocks  go  back 

British  Summer  Time  ends  at 
2am  on  October  23,  clocks 
should  be  put  back  one  hour. 

Pet  care  merger 

The  pet  care  and  household 
products  companies  Secto  and 
Altons  have  merged  to  form 
Sinclair  Animal  and  Household 
Care.  Headquarters  will  move 
to  Gainsborough  in  Lincoln- 
shire where  there  is  now  a 
customer  service  department. 
Tel:  0427  810231. 


The  National  Pharmaceutical 
Association  has  sent  a  briefing 
document  to  pharmaceutical 
companies  setting  out  how  they 
can  make  visits  to  pharmacies  by 
representatives  more  effective. 

Visits  should  allow  for  dia- 
logue, with  the  pharmacist 
learning  about  new  products  and 
developments  on  existing  ones, 
while  the  rep  hears  of  local  health 
needs  and  trends  in  product  usage. 

Companies  are  reminded  that 

PSNC/RPSGB 
conference 

The  Pharmaceutical  Services 
Negotiating  Committee  and  the 
Royal  Pharmaceutical  Society  are 
holding  a  one-day  conference  on 
November  24,  entitled  'The 
Pharmacist  in  the  New  NHS'. 

The  programme  will  be  chaired 
by  PSNC  chairman  David  Sharpe 
and  includes  speakers  from  the 
Patients  Association,  the  Assoc- 
iation of  the  British  Pharma- 
ceutical Industry  and  a  general 
practitioner. 

Tickets  for  the  event,  which  is 
being  held  at  the  Metropole 
Hotel,  NEC.  Birmingham,  are 
available  at  £50  from  Michael 
King,  PSNC  assistant  secretary, 
on  0296  432823. 


pharmacists  have  a  professional 
duty  to  counsel  on  the  correct 
administration  and  use  of  both 
OTC  and  prescribed  medicines. 

The  NPA  suggests  that  starter 
packs  should  be  left  as  a  matter  of 
course  for  new  prescription 
medicines  and  that  pre-arranged 
appointments  should  be  the 
norm  for  all  rep  visits. 

The  ABPI  comments:  "It's  a 
useful  contribution  and 
something  we  support." 


Tuesday,  October  25 

Slough   Branch.   RPSGB,   at  the 

Training  Education  and  Development 
Centre.  King  Edward  VII  Hospital, 
Windsor,  7.15  for  8pm  (buffet). 
'Generic  substitution  —  a  pharm- 
aceutical minefield''. 
Leicestershire  Branch,  RPSGB,  at 
the  Postgraduate  Medical  Centre. 
Leicester  Royal  Infirmary.  7  for  8pm 
(buffet).  'OTC  sales  of  nicotine 
patches'  by  Azra  Dhada. 
Dudley  and  Stourbridge  Branch, 
RPSGB,  at  the  Medical  Services 
Centre,  Corbett  Hospital,  Stour- 
bridge, 7.30  for  8pm.  'Gastric  Reflux' 
by  Dr  A  N  Hamlyn,  Dudley  Group  of 
Hospitals. 

Thursday,  October  27 

Weald  of  Kent  Branch.  RPSGB.  at 

the  Spa  Hotel,  Tunbridge  Wells,  7.45 
for  8pm  (buffet).  'Looking  After  Edna' 
by  Andrew  Burr,  chairman  of  the 
Young  Pharmacist  Group. 


banking 

The  issue  that  annoys  small 
businesses  most  about  their 
banks  is  transaction  charges, 
according  to  the  latest  report 
from  the  Forum  of  Private 
Business. 

And  small  businesses'  opinion 
of  bank  charges  is  getting  worse, 
with  Barclays'  customers  getting 
the  poorest  value  for  money,  says 
the  report. 

Next  in  the  gripe  league  come 
interest  rates,  the  threat  of 
terminating  overdrafts  and  levels 
of  collateral. 

The  report,  which  questioned 
6,000  small  businesses,  says  that 
the  performance  of  smaller  firms 
is  held  back  by  problems  in  their 
banking  relationships. 

Although  about  one-third  of 
those  polled  had  thought  about 
changing  banks,  most  were  put 
off  by  the  difficulties  involved  or 
because  they  thought  there  was 
very  little  difference  between 
banks. 

High  charges  was  the  most 
common  reason  for  thinking 
about  changing  banks,  especially 
with  Natwest  customers. 

For  more  details  of  'Small 
Businesses  and  Their  Banks  1994' 
contact  the  Forum  of  Private 
Business  on  0565  634467. 


Coming  Events 
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APPOINTMENTS 


CHEMISTS 


Caerphilly 

Guildford/ 
Woking 

Lancaster 

Llandudno 

Manchester 

New  Ollerton 
(Notts) 

Wirral 


Add  a  healthy  outlook 
to  your  local  community 


Continued  growth  has  created  career 
opportunities  for  pharmacists  with  the 
personality  and  drive  to  make  a  real 
impact  on  local  community  healthcare. 

Experienced  or  newly  qualified  (full 
training  will  be  given),  we  need  an 
individual  with  a  commitment  to 
patient  counselling,  coupled  with  the 
communication  skills  and  management 
qualities  to  actively  market  a  wide 
range  of  medicines,  healthcare  and 
leisure  products. 

In  return,  you'll  enjoy  the  full  support 
of  a  highly  professional  company, 
modern  well  equipped  and  efficient 
facilities,  flexible  working  hours  and  a 
highly  competitive  salary  and  benefits 
package.  This  will  include;  PPP 
membership,  pension  scheme  with  life 
assurance  and  generous  staff  discounts. 

Apply  with  CV  to:  Mr  Roger  Cotton 
MRPharmS,  Recruitment  and  Training 
Executive,  Moss  Chemists,  Fern  Grove, 
Feltham,  Middlesex  TW14  9BD. 

UniChem 

A  MEMBER  OF  THE  UNICHEM  GROUP  OF  COMPANIES 


SALES  CONSULTANTS 
mffifiijpySE  iiWl/ftaM'-M'SE! 

Rapidly  expanding  pharmaceutical  medical  group  invite 
applications  nationwide  including  Scotland  and  Northern 
Ireland.  Energy,  enthusiasm  and  the  will  to  succeed  is 
essential.  Experience  in  parallel  import  selling  is  an 

advantage  PJhmw  Now  Personnel  Director 
on  071  738  7373 


LONDON  OR  HOME  COUNTIES  nr 

London,  experienced  Pharmacist  avail- 
able tor  Saturdays,  regular  or  occasional 
Tel.  081  771  5300 


SUTTON,  SURREY  —  Evening  Phar- 
macists' required  to  work  6-8pm  in 
private  hospital.  Tel.  081  337  6691  ext 
2256. 


Lincolnshire/ Skegness 

MANAGER  REQUIRED 

for  small  dispensary  style  Pharmacy  —  minimal 
paperwork,  excellent  package,  with  dispenser. 

Accommodation  available. 

Tel:  Mrs  Patel  0754  765715 


Pharmacists  Wanted 

Community  Pharmacist  required  for  busy 
dispensary.  Exciting  and  rewarding  job.  Much 
potential  for  right,  dedicated  applicant.  Pleasant 
and  friendly  staff.  Suit  young  or  newly  registered. 
Good  salary. 
Replies  with  CV's  to  Michael  Carter, 
16  Grosvenor  Road,  Northwood,  Middx  HA6  3HJ 


AGENTS 


SOMETHING  UNIQUE 
FOR  XMAS!! 

Independent  Agents  required  throughout  the  L'K. 
Exciting  new  OTC  product  -  excellent  profits  for  Pharmacies  - 
excellent  commission  for  Agents. 
Experienced  Retail  Pharmacy  Agents  required  -  minimum  3  years'  experience. 
Plane  write  with  CV  and  full  details  of  current  activity: 
The  Marketing  Manager  (UK),  DS  Products 
1st  Floor  Suite,  144  High  Street,  Nailsea,  Avon  BS19  1AP 


INDEPENDENT  SALES  AGENTS 

Company  with  innovative  products 
in  expanding  market  sector  seeks 
Agents  throughout  UK  &  Eire.  High 
commission  offered. 

BOX  NO.  3473 
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BUSINESS  FOR  SALE 


INSURANCE 


,mw. 


ALLIANCE  VALUERS  & 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 

NORTHANTS 


<i§> 


Well  established  family  pharmacy  adjoining  surgery  in 
pleasant  town  suburb.  T/O  under  management.  FYE  3 1/3/94 
£332,265.  NHS  items  average  2,700  per  month.  Kasily  run,  2 
halt  days.  A  very  profitable  concern  operating  from 
immaculately  presented  premises  available  on  new  lease.  Price 
£125,000  for  GW/Fix  plus  SAV. 


Frankland  &  Co. 

2\9  Harrison  Road.  Belgr.ive.  Leicester.  LE4  6QN 
Telephone  (0533)  665299    Facsimile  (0533)  610284  Mobile  (0374)  181850 

SPECIALISTS  IN  PHARMACY  VALUATION  &  SALES  NATIONWIDE 

'If  you  are  considering  selling  your  business  contact  us  for  a  confidential  discussion  as 
we  have  genuine  clients  interested  in  buying  pharmacies  nationwide  " 
BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 

Comprehensive  stocktaking  and  business  transfer  service 


LOCUMS 


Provincial  Pharmacy 
Locum  Services  JK- 


We  have  over  3,000  pharmacists 
registered!  Plus  experience  of  handling 
over  100,000  booking,  NATIONWIDE! 

OUR  BUSINESS 


EDINBURGH 

031  2290900 


Place  your  locum  problem  in  the 
hands  of  our  experienced  co-ordinators 
We  will  inform  you  the  moment  cover 
is  found.  We  leave  you  to  get  on 
with  doing  what  you  do  best, 
running  your  business.  f 

PLEASE  CALL  NOW!  I 


NEWCASTLE 

091-2330506 


MANCHESTER 

061-76640131 


SHEFFIELD 
0742  699  937 


CARDIFF 
0222  549174 


EXETER 
0392422244 


BIRMINGHAM 

021-2330233 

LONDON 

0892-515  963 


UK  PHARMACY  LOCUM  AGENCY 

On  call  24  hours  a  day,  7  days  a  week 

Nationwide  services  available 
Extremely  competitive  rates. 

LOCUMS  URGENTLY  NEEDED 
Telephone  LORRAINE  on  021  434  5500 
or  0836  320562 


ESSEX.  Friendly,  enthusiastic  pharmacist 
required  as  a  locum  on  a  4  days  a  week 
basis.  Newly  qualified  considered  Ring 
daytime  0702  703233  and  0702  207283 
after  8pm. 


ESSEX.  Friendly  enthusiastic  Pharmacist 
required  as  a  locum  on  -I  days  a  week 
basis.  Newly  qualified  considered  Ring 
daytime  0702  203233.  after  8pm  0702 
207283. 

WORCS/WEST  MIDLANDS  —  Locum  s 
available  for  odd  days  Nov/Dec.  Tele- 
phone 0850  993 145  or  0299  4018^2 
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THE  PHARMACY 
INSURANCE 
AGENCY 


Insurance  for  ALL  in  Pharmacy 

Shop  &  Contents 

Professional 
Indemnity 

^  0121-236  0031 


Car      Scheme  1 

'S1  01245  349666 

Scheme  2 

^  01633  654313 


Home  ^  01633-654314 


WORKING  FOR  PHARMACY 


PHARMACY  COMPUTER  SYSTEMS 


John  Richardson  Computers  Ltd 


PMR 


Update09/94 


EPOS 


The  UK  market  leader 
Renowned  speed  &  ease  ot  use 
Unique  Drug  Interaction  Alerl 
Patient  Counselling  Advice 
Drug  Information  Leaflets 
Manrex,  Nomad,  Venalink  MARs 


*  So  easy  to  install  and  use 

*  Ultra  last  sales  tor  ANY  product 

*  Comprehensive  Product  File 

*  Not  tied  to  any  one  supplier 

*  Branch  Warehousing  Facilities 

*  Pays  tor  itselt  in  months 


You  may  think  you  can't  afford  the  best   You'll  be  surprised 


FOR  MORE  DETAILS,  OR  FREE  EPOS/PMR  VIDEOS.  PHONE  0772  323763 
(FAX  0772  323003)  -    OR  WRITE  TO  JRC  LTD,  FREEPOST.  PR5  6BR 


Three  Items  For  A  Total  Cure! 


PILLS  -  Patient  Medication  Records 
CheckOut  -  POSHH  EPOS 
Ob-serve  -  Book  keeping  package 

Hadlev  Hutt  Computing  Ltd, 
George  Bayliss  Road, 
Dnntu  k  h. 
Worcs.  WR9  9RD 
Telephone:  0905  795335 
■  -:     :     tax:  0905  795345 
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PROMOTED 
CHECKOUT 
PILLS  S 
OBSf  Rvf 


PRODUCTS  AND  SERVICES 


PACE  fteta 


LABELLING 
SYSTEMS 

THE  BETTER  LABELLING  &  RECORD  SYSTEMS 

•  Faster  •  Simpler 

•  Guaranteed  Security  •  Free  Credit 

•  More  Features  •  Low  Price 

No  one  has  more  experience.  Don't  buy  without  first  seeing 
a  Pace  Beta  demonstrated  in  YOUR  pharmacy. 
•  Available  for  one  month's  trial 
For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 
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PRODUCTS  AND  SERVICES 


I  he  Pow  er  of  the  Multiples 
rhc  Privilcdge  of  Independence 

Some  "I  the  BEST  HI  YS  for  our  members 

Beclomethazone  Inhaler  lOOmcg- 
29$  off  D.T 

Beclomethazone  Inhaler  250mcg  - 
349f  ofl  I)  I 

Becotide  50  Inhaler  -  359c  off 
Bioplus  Liquid    509  P.O.R. 
Paracetamol  suspension  250mg/5ml 
2()()ml    55''/,  ofl  D.T 

Wish  to  become  a  member? 
Please  Contact  us  Today 

Nuc arc  pic 
447  Kenton  Road,  Harrow. 
Middlesex  H A3  OXY 
lei:  0181  732  2772 
1  a\:  01S1  732  2774 
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NATIONAL  DISTRIBUTORS 
Tel:  081  841  4144 


DURACELL 
ILFORD  Polaroid 

KOClak  SYLVACELL 


B 
A 
T 
T 
E 
R 
I 
E 
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HAHNA 

medidit*  pic 

Belx  ue  Business  Centre 
nits  16-17  Belvue  Road,  Northolt,  Middx.  I  B5  5QQ 
Tel:  1)81  841  4144  Fax:  (181  841  8390 


SHOPFITTERS 


Specialists  in  Pharmacies  (National  coverage) 
Anything  from  a  Gondola  to  a  dispensary  to  a  complete  refit  at  very  competitive  prices. 

Contact  ANDREW  MYLAND  on 

(01733)  572672  or  (0850)  410866  


Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  40%+VAT  -  2x28  Axid 
I50mg,  3x60  Cedocard  retard  40mg,  20 
Duovent  nebs,  1 12  Denol  tabs,  300  Dolo- 
bid  250mg,  100  Hexopal  tabs,  2x84  Le- 
derfen  300mg  tabs  plus  others.  Tel:  0480 
214355. 

TRADE  LESS  40%  -  16  Bonefos  400mg, 
240  Bradilan.  44  Didronel,  25  Diamox 
SR,  500  Loniten  15,  500  Uniphyllin.  Tel: 
081-368  2819. 

TRADE  LESS  30%+VAT  -  Xanax  tabs  500 
(exp  1/95).  Iliprex  tabs  (exp  12/94).  Mai- 
oprim  (exp  12/94).  Bezalip  tabs  (exp 
11/1)4).  Ludiomil  I0mgxl28  (exp  12/94). 
Alomide  drops  (exp  11/94).  Alphaderm 
cream  (exp  12/94).  Artane  2mgxl00  (exp 
1/95).  Tel:  0232  667767. 

TRADE  LESS  50%+VAT+POSTACE  - 
245  Promazine  5()mg,  30  Nolvadex  lOmfi 
tabs  (exp  1 1/95).  100  Clopixol  2mg  tabs, 


24  Picolax  sachets.  2x15  Sporanox  caps 
lOOmg  (exp  1 1/94).  2  Bordered  granuflex 
10cm2S156  Tel:  0693  830261. 

TRADE  LESS  30%+VAT+POSTAGE 
128  Caved  S  (exp  1 1/94),  24  Cyklokapron 
(exp  11/94).  3  Bard  Catheter  I)T  165718. 
Tel:  081-539  1922. 

TRADE  LESS  50%+VAT+ POSTAGE  - 
Depixol  low  volume  injection  amps 
6xlml  (exp  12/94).  8  Noctec  300mg  caps 
(exp  12/94).  58  Grisovin  125mg  tabs  (exp 
11/941.  68  Slow  Phyllin  60mg  (exp  12/ 
94).  89  Amytal  lOOmg  (exp  1 1/94).  trade- 
less  30%+vat+postage  89  Amytal  lOOmg 
tabs  (exp  1 1/95).  30  Buccastem  3mg  tabs 
(exp  3/95).  55  Cardene  30mg  caps  (exp 
12/95).  10  Dicynene  50mg  tabs  (exp 
1/96).  Tel:  081-684  1352. 

TRADE  LESS  30%  -  Sandostatin  inj  50mg/ 
ml  3x5  amps  (exp  8/95).  1x30  Zofran  4mg 
tabs  (exp  12/94).  Tel:  0244  379268. 

TRADE  LESS  40%  -  100  N-Multistix  St',. 


2x84  Moupaxin  50mg,  100  Mianserin  30g. 
100  Neo-Mercazole  20mg,  120  Opilon,  28 
Pepcid  20mg,  2x56  Prescal.  132  Rilater  tabs. 
3x56Tildiem  120mg,  60  Zantac  150  eff.  Tel: 
0480  214355. 

POSTACE  FREE  -  200  Clomipramine 
50mg  CUK  £14  (exp  6&12  95),  195 
Disopyramide  lOOmg  CUK  £7  (exp  11/ 
95).  112  Fenbufen  450mg  Sterwin  £18 
(exp  5/95).  100  Labetalol  200mg  Cox  £9 
(exp  4/95).  Tel:  0332  673574. 


FOR  SALE 


TRADE  LESS  50%+VAT+POSTACE  - 

Cover  Girl  make  up  discounted  agency, 
£50.  Tel:  0904  642557. 
COl'NTERS  FOR  FRONT  SHOP  ■  Includ- 
ing 1  front  till  and  glass  counter  top  £350, 
buyer  collects.  Tel:  0582  419432  l.uton. 


AMSTRAD  1640  COMPUTER  -  Wil 

pin  printer,  complete  with  S  Calvert.  54 
PMT  software  which  includes  Owing. 
Nomad.  Dosing  and  many  other  facilities. 
£400  ono.  Tel:  0203  552863. 

DRUGS  TROLLEY  MDS  -  Bristol  Ma 
security  clamp,  as  new.  cost  over  £500 
accept  G00.  Tel:  0642  315897. 

ROVER  216CSL  -'91  H  reg.  red  over  grey, 
electric  everything.  FSH.  excellent  con- 
dition, long' tax  and  MoT  £4.950.  Tel: 
0742  745320  daytime. 


WANTED 


LIMBRITOL  -  5mg  oi  lOmg  caps,  any 

quantity.  Tel:  09603  52385. 
MINI  LAB  SYSTEM  -  Noritsu  1501  01 

Oriental  MiniMini  2.  urgently  required. 

Tel:  081-204  1294. 


EXCESS  STOCK  CAUTION 

Pharmacists  are  responsible  for  the  quality,  safety  and  efficacy'  of 
medicines  they  supply.  In  purchasing  from  sources  other  than 
manufacturers  or  licensed  wholesalers,  they  must  satisfy  themselves 
ahout  product  history,  conditions  of  storage  and  so  on. 
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PRODUCTS  AND  SERVICES 


OWN  YOUR  OWN 
PHARMACY 

No  strings  attached. 

Finance  the  purchase  of  a  new 
pharmacy  or  re-finance  an  existing  loan 
-  with  no  trading  ties. 

Numark  has  negotiated  competitive 
terms  from  Joint  Stock  Banks  to  provide 
attractive  financing  deals  to  independent 
pharmacists. 

For  full  details  of  the  scheme  and  an 
application  form,  you  are  invited  to 
contact  the  address  below. 


Finance 

Keeping  independents  independent 


W  A  L  B  R  O  O  k 


Retail  Services  Department,  Numark  Management  Ltd., 
5/6  Fairway  Court,  Amber  Close,  Tamworth,  Staffs  B77  4RP.  Tel:  0827  69269. 


HOLIDAY  LODGES 
FOR  SALE 

in  the  Northern  Lakes 

Superb  specification  includes  central 
heating,  fitted  kitchen  and  carpets. 

Prices  from  £34,950  leasehold 

Suitable  for  CGT  rollover.  Full 
management  services  available. 

For  brochure  and  further  details 

Tel  (0533)  881100 


SHOPFITTINGS 


•  Pharmacy  Units  •  Counters  •  Showcases  •  Shelving  • 
False  Ceilings  •  Lighting  •  Heating  •  Flooring  •  Shopfronts  in 
Hardwood  and  Aluminium  •  Fascia  Signage  •  Roller  Shutters 
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B 

A  COMPANY  STRUCTURED  FOR  EXCELLENCE 

"Innovative  Solutions  for 
the      Retail  Pharmacy" 


Design 

Lexdrum  has  the  expertise  to 
create  high  standards  of 
design  covering  all 
aspects  of  the 
pharmacy 
profession.  We 
offer  a  complete 
package  from  design 
concept,  manufacture, 
installation,  including 
electrical,  decorating,  floor  cover, 
fittings,  timber  and  aluminium 
shopfronts 


Manufacture  & 
Installation 

Equipped  with  the  latest 
concept  in  modern 
machinery  and 
technology  our 
factory  is  capable  of 
producing  modular  and 
custom  built  units,  counters 
and  joinery  items.  With  our 
team  of  dedicated  staff  and 
highly  skilled  tradesmen  we  offer  a 
flexible  service  tailored  to  suit  the 
requirements  of  the 
retail  pharmacy. 

Finance 

Subject   to  financia 
status.  We  can  offer 
attractive  HP.  or  leasing 
terms  including  short 
term  interest  free  loans. 


KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 
DEVON  TQ12  6UT. 

TEL:  0626  -  834077 
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SHOPFITTINGS 


2A  HALLATROW  ROAD,  PAULTON, 
BRISTOL  BS18  5LH  FAX:  (0761)  412798 


FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 

CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 

0392-216606 


aernrro 


inoppiccpg 
susccnns 


Oxford  Road,  Pen  Mill  Trading  Estate 
Yeovil.  Somerset  BA21  5HZ 


TEL 

BUDGET  WALL 
UNITS  TO  FULL 
DESIGN  AND 
INSTALLATION.  I 
CONTACT  THE  I 
PHARMACY 
SPECIALISTS 


01935  20724 


•i  i  i  i  =j  visual  merchandising 
at  its  very  best 

I  \  I  I    ff~  J    Designers  and  Manufacturers  ol  Glass  Cube  ♦  Open  Fran 


i  Frame  Displays 


Cube  Arts  Ltd,  Unit  D,  Mill  Green  Business  Park,  Mill  Green  Road, 
Mitcham,  Surrey  CR4  4HT.  Tel:  081-640  6114  Fax:  081-640  4497 


solve  your 
pharmacy  / 

^H^\\i  problem? 

•  comprehensive  service 

•  competitive  quotations 

•  part  or  full  refits 

•  free  advice  •  budgets 
write/telephone: 
frederick  moore 

39  cooks  meadow 

edlesborough,  beds 

Iu6  2rp    V  01525  222526 


name  ft  address 


SHOPFITTERS 

Specialists  in  Pharmacies  (National  coverage) 

Anything  from  a  Gondola  to  a  dispensary  to  a 
complete  refit  at  very  competitive  prices. 

Contact  ANDREW  MYLAND  ON 

(01733)  572672  or  (0850)  410866 


STOCKTAKERS 


Frankland  &  Co. 


STOCKTAKERS  &  VALUERS 


219  Harrison  Road.  Belgrave.  Leicester.  LE4  6QN 
Telephone:  (0533)  665299    Facsimile:  (0533)  6I0284  Mobile:  (0374)  I8I850 

SPECIALISTS  IN  PHARMACY  STOCKTAKING  NATIONWIDE 


BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 

Comprehensive  stocktaking  and  business  transfer  servrce 
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STOCK  FOR  SALE 


STOCK  FOR  SALE 


§nnno 


LIBRA  DISTRIBUTORS 

Anais  Anais  Edt  30ml  spray  at  £9  92 
Bijan  EDP  30ml  spray  at  £9.95 
Byzance  EDt  30ml  spray  at  £7.46 
Dune  EDt  50ml  spray  at  £18.75 
Miss  Dior  EDt  50ml  spray  at  £13.40 
Azzaro  Aftershave  75ml  at  £7.87 
Boss  Aftershave  50ml  at  £8.73 
These  are  lust  some  of  the  specials  from  our  extensive  price  list 

Telephone  now  for  extensive  price  list  on 

Kodak,  Fuji,  Polaroid  Films,  Gillette 
products  and  whole  range  of  Fragrances. 


TELEPHONE: 
FAX:  081 


081-445  4164 
-445  1399 


IDEAL  TIME  TO  GET  IN  I  OR  PASSPORT 
PICTURES  -  FOR  A  FREE  DEMO  CALL  US. 


ALMAV  MAKF-UP.  New  stock  and 
new  stand  unopened  Cost  t7()()  Accept 
C500  -  or  10'  f  off  individual  packs 
Tel  oh  I  567  5456. 


TRADE  less  III',  +  VAT,  28  x  7  x 
Nicorette  Patch  ISnj;  All  or  part  Tel: 
0442  256768 


STOCK  WANTED 


CHEMIST  -  WANTED  -  PHARMACY 

Surplus  Coloured  Glass  Bottles  and  Jars  Wanted 
Black  Glass  Jars.  Drug  Jars  —  Blue  or  Green 
Blue  Castor  Oils  Coloured  Soda  Syphons 
"Admiralty"  Square  Blue  Poisons  Spare  Stoppers 
Common  Blue  "Not  to  be  taken"  Poisons  —  All  shapes 
Mixed  Assortments  of  Surplus  Bottles  as  above. 
Contact:  Eric  Padfield, 
18  Mulberry  Gardens,  Sherborne,  Dorset. 
Tel:  0935  816073  Fax:  0935  814181 


» 


Free  entries  in  "Business 
Link"  (maximum  .'id 
words)  ai c  restricted  to 
cum muiiily  pharmacist 
subscribers  lo  Chemist  «C 
Ihutftfist.  No  trade 
advert  isc  in  cuts  will  be 
permitted.  .Acceptance  is 
at  t he  discretion  of  the 
Publishe is  and  depend s 
upon  space  being 
available. 

Se nd  pi  oposed  wordi ng 
tu  "Business  Link"  using 
the  form  pi  intcd 
alongside. 

Appointment s,  situations 
wauled,  and  businesses 
for  sale  will  be 
incorporated  as  lineage 
advertisements  mule  I  the 
appropriate  Classified 
headings. 


HARWII 
TRADING 


are  the  ethical  clearance  house  tried  and  tested  by 
many  leading  household  names  to  clear  their  surplus 
inventories  however  large  or  small. 


USING  OUR  33  RETAIL  OUTLETS 
BASED  IN  THE  NORTH  EAST  OF 
ENGLAND,  OR  OUR  SELECTED 

OVERSEAS  AGENTS  WE 
WILL  CONTROL  AND  PROTECT 
YOUR  BRANDS. 


To  discuss  your  reguirements  in  the  strictest 
confidence  contact  myself  Trevor  Rayne,  or  my 
secretary  Hayley  Daglish  on 


TEL:  091  4693631 
FAX:  091  4382766 


To:  Business  Lirk,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tollbridge,  Kent  TN9  1RW, 

IM.KASlv  COMI'I.KI  I:  IN  BLOCK  CAPITA!  S 


Sin  name 
Li  i  si  n a  UK'S 
Address ,  .  . 


  Postcode 

Personal  RPSCB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  '50  words) 
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Aboutpeople 


Sleepless  in  Seattle  on  'Blind  Date' 


Ortis  Delev  with  Cilia  Black  on 
•Blind  Date' 


Appointments 


The  Association  of  the  British 
Pharmaceutical  Industry  has 
appointed  Ben  Hayes  as  director 
of  public  affairs.  He  succeeds 
Peter  Lumley,  who  has  retired. 
Bill  Kirkness  moves  to  the 
position  of  head  of  publications 
and  Richard  Ley  is  head  of  media 
relations. 

Ciba  Vision  (UK)  has  promoted 
Julian  Trimming  from  managing 
director  to  head  of  international 
marketing  for  the  ophthalmic- 
business  unit,  based  in  Biilach, 
Switzerland.  John  Housdon  takes 
over  as  managing  director. 

Ralph  Nixon  has  been  employed 
as  production  manager  at  Col- 
orama's  processing  laboratory  in 
Manchester. 

Sir  George  Alleyne,  from 
Barbados,  has  been  elected 
director  of  the  Pan  American 
Health  Organisation  and  regional 
director  of  the  World  Health 
Organisation. 

The  Pharmacy  Practice  Research 
Resource  Centre  has  appointed 
Jane  Elliott  as  research  and 
development  manager  and  Derek 
Hibbert  as  research  associate. 

R  P  Scherer  has  selected  John 
Chapman  as  healthcare  account 
manager  and  Helene  Cooper  as 

market  development  manager. 

Peter  Wrightson   is  the  new 

managing  director  of  Scholl 
Consumer  Products.  He  replaces 
Ray  Thomas,  who  has  taken  early 
retirement. 


Pharmacy  student  Ortis  Deley 
was  in  for  a  treat  when  he  took  up 
his  friends'  dare  to  go  on  ITV 
television's  Blind  Date'  and 
landed  a  first-class,  five-day  trip 
to  Seattle,  USA,  with  his  date. 

Millions  of  viewers  were 
entertained  by  Ortis'  jokes, 
impersonations  and  singing  on 
the  programme  screened  on 
October  8  and  15. 

Ortis,  in  his  third  year  at 
Sunderland  University,  was  rel- 
uctant to  apply  at  first,  but  the 
incentive  of  a  free  holiday  was  a 
definite  plus.  "My  friends  roped 
me  into  it  as  a  dare,  but  once  I  got 
past  the  initial  stage,  I  really 
wanted  to  do  it,"  says  Ortis. 

The  selection  process  was 
tough  and  included  inten'iews 
with  the  production  staff  on 
'Blind  Date'.  Questions  were 
asked  to  assess  applicants' 
personality,  their  likes  and 
dislikes  and  their  ideal  partner. 

"They  chose  me  because  I'm 
extrovert,  very  loud  and  a  bit  mad 
sometimes,"  says  Ortis. 

The  programme  was  filmed  in 
front  of  a  live  studio  audience  of 
400  people.  "I  was  very  nervous, 
but  it  went  very  smoothly.  Cilia 
Black  was  lovely  and  made  me 
really  comfortable,"  he  says. 

Ortis  asked  three  questions  of 
his  potential  dates.  One  question 
referred  to  his  pharmacy  degree 
and  asked  what  medicinal 
treatment  they  would  chose  to 


design.  The  girl  he  picked  for  a 
date,  a  drama  student,  said  it 
would  be  an  essence  of  herself! 

The  trip  to  Seattle  was  the 
most  expensive  ever  on  the 
programme,  according  to  Ortis, 
and  included  a  night  for  the  two 
at  the  Hidden  Valley  Cowboy 
Ranch,  complete  with  cowboy 
meals  and  horse  riding.  There 
was  no  romance,  but  the  couple 
are  planning  to  keep  in  touch. 

Friends  and  lecturers  at 
Sunderland  have  teased  him  on 
his  'superstar'  role  and  Ortis  says 
they  will  never  let  him  forget  it. 

But  he  is  serious  about  his 
studies  and  is  currently  applying 
for  pre-reg  places  in  retail.  He  is 
also  looking  fonvard  to  under- 
taking an  elective  in  cardio- 
thoracic  therapy  this  year.  "My 
parents  have  always  stressed  the 
importance  of  getting  an  educ- 
ation," says  Ortis. 

He  also  has  a  talent  for  singing. 
He  has  just  made  a  dance  record 
called  'Roughneck  Love'  with  a 
local  disc  jockey  under  the 
Northern  Soul/P  Massive  label.  It 
is  being  played  in  clubs  in  the 
north  east  of  England  and  has 
reached  number  three  in  a 
Manchester  independent  music 
chart. 

"I've  been  interested  in  music 
all  my  life,"  says  Ortis.  "At  the 
moment  I  sing  under  my  own 
name,  but  maybe  'Funky  Pharm- 
acist' is  more  appropriate!" 


This  year's  successful  candidates,  who  have  just  passed  the  postgraduate 
diploma  in  community  pharmacy  at  King's  College.  London,  are  (left  to 
right):  Beena  Ansel.  Hemant  Patel.  Anjala  Sihota,  Jaina  Shah.  I'pesh 
Thakrar,  Minaxi  Shukla,  Ramilla  Patel.  Tariq  Muhammad.  Nicola  Yarnell. 
Rasheed  Agoro,  Dhannu  Daniel  (distinction).  Joel  Hirst  (distinction)  and 
Joanne  West  (distinction).  The  one-year,  part-time  course  is  open  to 
pharmacists  working  in  the  community  and  involves  a  practice  research 
project 


Jane  King,  pharmacist  and 
volunteer  with  the  Gospnrt  and 
Fareham  Inshore  Rescue  Service 

Life-saver  on 
television 

Jane  King,  a  pharmacist  and 
volunteer  life-saver,  was  filmed  in 
action  with  the  Solent's  Gosport 
and  Fareham  Inshore  Rescue 
Service  for  a  television  docu- 
mentary looking  at  Britain's 
emergency  service  personnel. 

Carlton  Television's  Blues  and 
Twos'  (October  13)  featured  Jane 
and  other  GAFIRS.  The  TV  crew 
followed  them  as  they  patrolled 
the  Solent  during  the  D-Day  50th 
anniversary  commemorations. 

Jane,  a  full-time  relief  phar- 
macist for  Boots  the  Chemists  in 
Portsmouth  and  Southampton, 
has  been  a  volunteer  with  the 
GAFIRS  since  she  was  14  years 
old.  "You  aren't  allowed  to  go  out 
in  the  boats  until  17.  so  instead 
you  are  taught  canoeing,  swim- 
ming and  life-saving."  says  Jane. 

She  decided  to  study  pharmacy 
at  Portsmouth  University  so  that 
she  could  continue  her  work  with 
the  emergency  service,  and  she 
has  found  that  her  pharmaceut- 
ical knowledge  has  come  in 
useful  on  rescue  missions. 

There  are  20  crew  members 
and  she  is  one  of  only  two  women 
in  the  team.  "When  I  started,  the 
men  did  give  me  a  bit  of  stick," 
says  Jane,  "but  once  you've 
earned  their  respect  and  show 
that  you  can  do  almost  anything 
they  can.  it's  fine." 

Jane  goes  out  with  the  GAFIRS 
once  a  week,  either  on  call-out  or 
on  training,  but  she  still  finds  it 
all  very  rewarding.  Her  most  || 
memorable  experience  was  sav- 
ing a  windsurfer  who  had  severely 
broken  his  leg.  She  had  to  keep 
him  atloat  until  a  stretcher  arrived. 
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LARKET  GROWTH  by  the  year  2000? 


OW  AVAILABLE! 


e  Benn  OTC 
irket  Report 


the  publishers  of  Chemist  &  Druggist,  Community  Pharmacy 
'harmacy  Today,  comes  the  definitive  report  on  OTC 
hcare,  .1  growth  market  for  the  1990's.  The  report  comes  as 
rnments  increasingly  see  self  medication  as  an  idea  whose  time 
pme  while  international  drugs  companies  make  strategic 

es  to  market  OTC  products. 

e  total  OTC'  medicines  market  in  the  UK  was  worth  well  over 
illion  in  1993.  Key  issues  in  this  dynamic  consumer  market 
ile:  the  impact  of  drugs  coming  off  patent,  industry  strategies  as 
obal  giants  compete  tor  their  share  of  OTC.  the  increasingly 
:titive  retailing  environment,  the  growth  in  market  share  ot 
1  products  and  the  impact  of  POM  to  P  sw  itches.  The  report  is 
Isential  marketing  reference  work  for  an  industry  facing  the 
nee  of  change. 


3M  to  P  products  analysis 


uropean  OTC  background 


TC  healthcare  price  index  analysis 


iarket  forecasts  to  the  year  2()0() 


ompany  Profiles 


ECTORS  COVERED 

Cough  /cold/sore  throat  remedies,  decongestants,  hay  fever 
ies,  analgesics,  topical  analgesics,  indigestion  remedies,  stomach 
remedies,  laxatives,  anti-diarrhoeals,  travel  sickness  remedies, 
ated  skmcare.  vitamins  t\  dietary  supplements,  herbal  and 
popathic  remedies,  aromatherapy,  other  OTC  healthcare  and 
tal  care  products 
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Please  Invoice  me  for  1  copy  of  The  Benn  OTC  Healthcare 
Report  at  the  price  of  ,£375  and  send  me  a  copy:  Tick  Box  Q 
Or.  Please  send  more  details  to:  Tick  Box  Q 


N, 


Company. 
Address  


Postcode 


Tel. 


Return  To:  Chemist  &  Druggist,  Benn  Publications  Ltd, 
Benn  House,  Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 
Telephone:  0732  364422.  Fax:  0732  367065. 


CLOCK  UP  EVEN  MORE  SUCCESS  WIT 
OUR  £3  MILLION  AUTUMN  SUPPOR 


Warner  Wellcor 


CONSUMER  HEALTHC 


2  The  pharmacy  brand  of  the  decade 

Zovirax  Cold  Sore  Cream  has  already  smashed  the  £15 
million  barrier.  It's  now  the  8th  highest  turnover  OTC 
brand  in  pharmacy.* 

2  £3  million  national  campaign  starts  October 

We're  clocking  even  more  national  support  so  you 
can  clock  up  more  success. 


2  Eye-catching  P.O.S.  displays 

Maximise  your  sales  by  prominently  displaying  one  ot  the  most 
profitable  and  fastest-selling  products  in  pharmacy. 

2  The  only  specific  antiviral  available  OTC 

Treat  the  tingle  and  the  cold  sore  may  never  appear.  So 
recommend  the  only  effective  specific  antiviral  available  OTC  - 
Zovirax  Cold  Sore  Cream  for  maximum  cjstofW:s^faction. 

Hti 


OVIRAX 

COLD  SORE  CREAM 

Aciclovir 

The  POM  to  P  Brand  of  the  decade 


^  ™  i^^T SSL  « ES,^AT0N  5%  "/w  «"*»;  wa«er  m'Sdble  cream  base.  USES  Cold  Sore  treatment.  DOSAGE  AND  ADMINISTRATION  Apply  5  times  a  day  (or  5  days.  It  is  important  to 
treatment  as  early  as  possible  after  the  start  of  an  infection,  ideally  during  the  tingle  phase.  If  healing  has  not  occurred,  treatment  may  be  continued  for  up  to  an  additional  5  days.  CONTRAINDICATIONS  WARNINGS 
fvfS  ,  z°vir«  Cold  Sore  Cream  is  contra-indicated I  in  patients  known  to  be  hypersensitive  to  aciclovir  or  propylene  glycol.  Precautions  Zovirax  Cold  Sore  Cream  should  only  be  used  on  cold  sores  on  the  lip 
KfV  t??1^V  T      or  in  t^,eye-  °°v not-  use.  ?I  herPes  infections  °'  *e  eye  or  the  genital  area.  Do  not  use  if  the  patient  is  under  the  care  of  a  doctor  because  of  a  weak  immune  system.  Side  and  x 

ItTAll  SmNr  poire0*'  I 'T,g  ST  o°W  appl";atl0n-  ^ld  ?Tg «  ^k,'2F  S'^s,kin  have  occurred  in  about  5%  of  pa,ients-  Erythema,  itching  and  contact  dermatitis  has  been  reported  rarely  following  apple 
!§Se:^ 
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